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when  equipped  with 

bCWtiM  Louver 


WINDOWS  AND  DOORS 


Learn  more  about  these  wonderful,  functional 
windows  by  contacting  .  .  . 

CllgU^llliW 

LOUVER  WINDOW 


2625  ELM  ST.  •  DALLAS,  TEXAS 

Phone  RIVERSIDE  6071 


CLEARVIEW  installations  coost-to-coost 
provide  potent  proof  that  these  functionally- 
styled  windows  and  doors  satisfy  o  growing 
demand  for  functional  building  accessories. 


CONTROL  RAIN  &  VENTILATION 

Cleorview  Louver  Windows  may  be  safely  left 
open  during  rains  without  danger  to  furniture, 
floors  and  rugs  — providing  positive  ventilation 
control.  In  summer,  o  mere  handle-turn  opens 
them  wide  to  welcome-in  every  precious  breath 
of  breeze.  In  winter  they  close  weather-tight. 
Furthermore,  they  lock  securely  at  any  desired 
intermediate  angle.  Prowl-proof  too! 


FOR  EVERY  SIZE  OPENING 

Cleorview  Louver  Windows  ore  available  in 
Solex  Gloss  .  .  .  and  Plate  Gloss,  plain  or 
tinted.  Custom-made  to  fit  any  opening,  they're 
equally  useful  and  beautiful  os  windows,  doors, 
porch  closures,  and  privacy  walls. 


WORLD'S  OLDEST  AND  LARGEST  MANUFACTURER  OF  LOUVERED 
WINDOW  TREATMENTS -OVER  14  YEARS. 


ARCHITECTS  SPECIFY 


Many  progressive  architects  write  Cleorviews 
into  the  specifications  for  the  most  modern 
homes,  apartments,  office  buildings  and  shops. 
Hosts  of  home  owners  convert  existing  porches 
or  breezewoys  into  yeor-'round  all-weather 
rooms  with  Cleorview  Louver  Windows,  and 
Dual  Windows  end  Blinds. 


Factories  in  Dollos,  Texas  and  Ft.  Lauderdale,  Fla.  BRANCH 
OFFICES  in  Atlanta,  Birmingham,  Corpus  Christi,  Houston,  Kansas 
City,  Jackson,  Miss.,  N.  Little  Rock,  Los  Angeles,  Memphis,  Miami, 
New  York  City,  Oklahoma  City,  Shreveport,  St.  Petersburg,  Tampa, 
West  Palm  Beach.  Clearview  Dealers  located  in  principal  cities 
throughout  the  U.S.A. 
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Nu-S 


ea 


Triple  Track 

Heavy  Extruded  Aluminum 

Fingertip  Control 

Top  or  Bottom  Ventilation 

Self-Storing 

Completely  Weathertight 


TRIPLE  TRACK  WIHDOW 

m 


at  a 

Revolutionary 

Low  Price 

THE  ONLY  ANODIZED  TBIPLE  TRACK  WINDOW 


ON  THE  MARKET  WITHOUT  ''GADGETS" 

Our  years  of  technical  "know-how"  has  brought 
out  the  "best"  features  in  NU-SEAL.  Its  outstand¬ 
ing  beauty  and  design  must  be  seen  to  be  appre¬ 
ciated. 


and 


The  Low  Price,  High  Quality 
Sensation  of  the  Industry 

ALUMINUM  COMBINATION 
STORM  &  SCREEN  DOOR 


One  of  the  HEAVIEST 
extruded  aluminum  screen 
doors  on  the  market  —  1- 
inch  thick. 


K-D 

PLAN 


SOAS' 


Less  Screen 
Gloss  and  Dimpling 
Will  be  anodized  for  slight 
additional  charge. 


1  _ 

jL  J'l! 

!  i 

L  If 

^  Ml 

■  -P 

1 

.1 

1 

I’  ■/ 

!'  1“ 

A  Quality  Door  at  a  Sensational 
Price  That  Guarantees  a  Large  Profit 


WRITE  or  PHONE  TODAY 

For  Full  Information 


NORMAN  ALUMINUM  WINDOW  CO. 

139-31  Queens  Blvd.  Phone:  JAmoico  6-9070-71  Jamaica,  L  I.,  N.  Y. 

AIR  SEAL  of  NEW  YORK 

400  W.  Commercial  St.,  East  Phone:  East  Rochester  646-M  Rochester,  N.  Y. 
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Inside  STORM  SASH  The  outstanding  storm 
sash  of  its  type  on  the  market.  Precision  engineered 
of  extruded  aluminum.  Rubber  insulated  like  your 
refrigerator.  Easy  to  install.  Interchangeable  with 
screens.  For  all  metal  casements. 


YOU  SELL 
MORE  JOBS 

SELL  WILSON! 


Outside  STORM  SASH 

Permanently  installed  on  the  outside 
of  any  metal  casement.  Top  quality 
construction.  Advanced  design  speeds 
installation. 

WIISON  offers  you  a  complete  line  of  the  very 

finest  quality  aluminum  storm  sash  for  metal  case¬ 
ments.  When  you  sell  the  Wilson  line,  you  are  twice 
as  sure  of  making  the  sale  because  Wilson  makes  both 
inside  and  outside  casement  storm  sash.  Prices  are 
right,  too. 

Find  out  now  about  the  Wilson  dealer  plan,  includ¬ 
ing  advertising  and  merchandising  helps.  Immediate 
delivery  anywhere.  All  storm  sash  available  KD  or 
assembled.  Liberal  discounts. 


METAL  WINDOW  SERVICE  CO.,  Dept.  C 
4601  W.  47th  Street,  Chicago  32,  III. 


BASEMENT  COMBINATION 
ALUMINUM  SCREEN  &  STORM  SASH 

Another  Wilson  profit  maker  for  you! 
Priced  low  to  sell  fast.  Flange  or  face  type 
attachment.  Easy  to  install.  Sizes  shown 
below. 

-SaVi*  32 '/a*  ■  30 '/a*. 


RUSH  full  details  on  Wilson  Storm  Sash. 


CITY. 


STATE. 


BUILDING  SPECIALTIES 


4021  MAHONING  AVENUE 

YOUNGSTOWN  1,  OHIO 
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BUILDING  SPECIALTIES 


The  SILVER  LITE  WINDOW  may  be  had  in  two 
models,  the  Regular  type,  or  the  Self  Storing.  Also 
furnished  in  Plain  Aluminum  or  Anodized  Alumi¬ 
num.  This  gives  the  Customer  a  choice. 


To  speed  delivery  to 
Dealers,  we  have  Manu¬ 
facturing  Plants  set  up 
in  various  areas  of  the 
country. 


Self  Storinjj  Type 


Regular  Type 


Overlaps  the 
Window  Faring 


For  Dealer  Distribution  or  Manufacturing  information. 
Write,  Wire,  or  Call  — 


VAN  DETTE  MEG.  COMPANY 

824  Tod  Avenue,  Youngstown,  Ohio 


August,  1950 


9 


On  tlie  House .  .  . 

CAN  business  be  too  jjood?  Many 
dealers  are  jf^tting  so  much 
business  these  days  that  they  are 
almost  suspicious  of  their  own 
prosperity.  Apparently,  many  home 
owners,  fearful  of  “shortages,” 
are  rushing;  into  the  market  to  put 
in  lon^  delayed  improvements.  The 
result  is  that  most  dealers  are  en- 
j<»yinff  the  most  hectic  selling  sea¬ 
son  since  the  war. 


Selling  is  a  wonderful  career  for 
a  young  man  and  one  of  the  few  in 
which  he  can  make  money  quickly 
and  steadily  over  a  long  period. 
But  to  attract  young  men  to  sell¬ 
ing  jobs  dealers  must  offer  ade¬ 
quate  commissions,  bonuses,  and 
other  incentives.  Too  many  dealers 
take  on  young  salesmen,  spend  a 
great  deal  of  time  training  them 
and  neglect  to  work  out  a  good 
compen.sation  .scheme  for  the  new 
employee.  The  result  is  that  the 
young  .salesman  either  drifts  out 
of  selling  or  goes  over  to  some 
other  dealer  who  will  give  him  an 
opportunity  to  really  earn  money, 
(’ontented  salesmen  mean  bigger 
profits.  If  you  are  having  trouble 
hanging  on  to  your  .salesmen,  it 
may  be  time  to  work  out  a  com¬ 
pen.sation  .scheme  that  will  give 
your  men  more  incentive. 

♦  *  * 

This  department  recently  had 
the  pleasure  of  watching  an  old 
sales  manager  with  years  of  ex¬ 
perience  teach  a  group  of  young 
men  how  to  sell.  One  of  the  “don’t.s” 
he  empha.sized  repeatedly  wa.s  high 
pressure  selling.  Customers,  he 
pointed  out,  resent  being  pressured 
and  may  even  turn  down  a  prod¬ 
uct  that  they  are  willing  to  buy 
because  of  this  sales  method.  His 
advice  was  very  sound.  Young 
sale.smen  often  make  this  mistake. 
The  experienced  salesman  knows 
that  the  best  way  to  sell  is  to  make 
the  customer  think  he  is  Bl'YING 
and  not  being  sold. 


VOL. 


NO.  2 
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yVn^ust  1950 

Heavy  Consumei  Buying  Sends 
Specialty  Business  Soaring 

Manufacturers  Getting  Their  Requirements  of 
Metal  Despite  Allocations — No  Restrictions  on 
Purchases  of  Aluminum  Fabricated  Products 


The  Korean  war  situation  has  editors  of  BUILDING  SPECIAL-  keep  up  with  this  demand.  The 
caused  a  great  deal  of  confu-  TIES  have  not  found  a  single  in-  Aluminum  Association  recently  re- 
sion  in  the  thinking  of  the  business  stance  in  which  a  manufacturer  of  ported  that  production  for  May 
world.  Rumors  of  impending  mate-  aluminum  .specialty  products  has  w’as  the  highe.st  for  any  month 
rial  shortages  are  flying  thick  and  been  unable  to  obtain  sheets  and  since  1945.  It  is  possible,  of  cour.se, 
fast,  yet  the  rumors  don’t  .square  extrusions  from  any  of  the  big  that  the  requirements  of  aircraft 
with  the  facts.  The  facts  are  that  suppliers  of  this  metal.  All  manu-  manufacturers  may  cut  in  some- 
busine.ss  is  very  good,  better  than  facturers  queried  have  stated  that  what  on  civilian  supplies  but  the 
it  ever  has  been  for  most  specialty  they  have  placed  their  orders  for  needs  of  the  airplane  manufactur- 
dealers  and  manufacturers,  and  sheets  and  extrusions  in  the  normal  ers  are  small  compared  to  the  en- 
there  is  as  yet  no  real  shortage  of  way  and  have  received  acknowledg-  ormous  capacity  of  the  aluminum 

material.  ments  and  been  promised  delivery  industry.  Unle.ss  the  present  situa- 

There  is  still,  for  example,  plenty  in  the  usual  manner.  In  fact,  some  tion  develops  into  a  full  scale  war, 
of  aluminum.  Both  Reynolds  and  manufacturers  who  are  expanding  nobody  will  be  forced  out  of  busi- 
Alcoa  have  announced  a  voluntary  productions  have  placed  larger  or-  ness  for  lack  of  aluminum,  and  the 
allocation  of  pig  and  ingot  alumi-  ders  for  aluminum  than  ever  be-  general  opinion  in  Washington  is 
num  to  regular  cu.stomers  to  pre-  fore  without  being  refu.sed  or  hav-  that  there  will  be  no  war  for  some 
vent  war  .scare  buying  and  .stock  ing  their  orders  reduced  in  any  time  to  come, 
piling  but  no  re.strictions  have  been  way.  Thus  far  (Aug.  9th),  all  indica- 

placed  on  the  .sale  of  sheet  and  fab-  There  has  been  a  tremendous  de-  tions  are  that  manufacturers  who 
ricated  products  such  as  are  used  mand  for  aluminum  all  during  have  been  .steady  cu.stomers  of  the 
in  the  manufacture  of  building  1950,  even  before  the  Korean  situa-  big  aluminum  suppliers  will  get 
specialties.  tion,  and  plants  of  the  “Big  Three”  sufficient  metal  for  their  needs. 

Despite  exten.sive  inquiries,  the  have  been  running  full  blast  to  (Continued  on  Page  24) 


Outside  Case 


Top  photo  shows  an 
insert  being  removed 
from  the  rear  slot 
of  the  storm  sash. 
Casement  window  is 
opened  until  it  is 
almost  at  a  right 
angle  to  the  window 
frame.  In  this  posi¬ 
tion  removal  of  the 
insert  is  very  easy. 
Center  photo  shows 
insert  being  cleaned 
after  being  removed. 
Note  knob  near  left 
hand  which  permits 
easy  withdrawal  of 
insert. 


(  This  is  the  third  and  last  article 
in  a  series  an  casement  storm  sash. 
Previons  articles  dealt  irith  fixed, 
inside  tupe  (June  issue)  and  inside, 
horizontal,  slidiuff  types  (July  is¬ 
sue).  Screens  used  with  both  of  the 
above  kinds  of  casement  storm 
.sash  were  al.so  discussed  in  these 
articles.) 

OUTSIDE  ca-'^ement  storm  sash 
have  climbed  amazingly  in  pop¬ 
ularity  and  an  increasing  number 
of  manufacturers  have  added  this 
type  to  the  line  of  products  offered 
to  dealers.  Undoubtedly,  the  main 
reason  for  this  popularity,  from 
the  consumer’s  point  of  view,  is  the 
fact  that  they  are  almo.st  invisible 
when  properly  installed  and  also 
they  are  permanent  and  need  never 
be  removed  even  for  cleaning. 


Chore  Eliminated 


Photo  at  left  shows 
storm  sash  after  in¬ 
sert  has  been  re¬ 
turned  to  its  posi¬ 
tion.  Screens  are  of 
the  inside  clip-on 
type  used  with  in¬ 
side  fixed  casement 
storm  sash. 

I^botos  courtesy 
liagIc  Pichcr  Co. 


The  home  owner  is  saved  the 
chore  of  taking  the  storm  window 
down  in  the  spring  and  putting  it 
up  again  in  the  fall.  Since  this  type 
of  storm  sash  is  fixed  to  the  autside 
of  the  casement  vent  and  moves 
with  it,  there  is  no  po.ssibility  of  in¬ 
terference  with  the  window  hard¬ 
ware  nor  any  need  to  replace  pro¬ 
truding  handles.  In  practice,  the 
storm  sash  is  left  in  place  the  year 
round  and  the  homeowner  has  the 
advantage  of  insulation  again.st 
both  heat  and  cold. 

In  the  summer  the  double  win¬ 
dow  panes  help  keep  the  .sun’s  heat 
out  and  in  the  winter  the  e.scape  of 
heat  from  the  hou.se  by  conduction 
is  prevented. 

Outside  .storm  sash  are  just  as 
ea.sy  to  as.semble  and  install  as  the 
inside  variety.  Fundamentally,  this 
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ment  Storm  Sash 


You'll  Like  Selling  This  Specialty — It's 
Popular  With  Customers.  Easy  To  Install, 
And  There's  Plenty  Of  Profit  In  It 


From  Data  Funiished  By 
ALSCO.  Inc. 
EAGLE-PICHER  Co. 
ALUMINUM  FABRICATING  Co. 
of  PITTSBURGH 


sa.sh  is  a  pane  of  glass  with  a  metal 
(usually  extruded  aluminum) 
frame.  The  glass  is  generally  set  in 
rubber  although  felt  and  glazing 
compounds  are  also  used.  The  metal 
frame  is  deep  enough  in  mo.st  ca.ses 
to  allow  a  one-inch  space  between 
the  glass  of  the  casement  window 
and  that  of  the  storm  .sash. 


f'Uittv  courtesy  Alsco,  Inc. 

Double  hinges  give  this  storm  sash  extra 
rigidity.  A  “stop"  device  prevents  storm 
sash  from  swinging  out  too  far. 


A  rubber  or  (ieon  i)lastic  gasket 
is  attached  all  around  the  frame 
and  provides  a  perfect  weather 
seal.  This  gasket  .serves  several 
purposes.  One  is  to  insulate  the 
metal  of  the  .storm  sash  from  that 
of  the  ca.sement  to  avoid  transmis¬ 
sion  of  coldness  from  metal  to 
metal.  Secondly,  it  prevents  entry 
or  e.scape  of  air  into  or  from  the 
space  l)etween  the  glass  j)anes. 
Thirdly  it  overlaps  the  cracks 
around  the  edges  of  the  ca.sement 
vents  and  prevents  leakage  of  air, 
one  of  the  bigge.st  sources  of  heat 
loss  in  ca.sement  windows. 

Casement  Distorted 

Dealers  may  sometimes  find  a 
casement  is  so  di.storted  that  even 
when  tightly  closed  it  gaps  consid¬ 
erably  at  the  edges.  In  such  cases 
the  overlap  of  the  .storm  window 
and  its  gasket  will  not  seal  the  win¬ 
dow  and  some  .sort  of  weather.strip- 
ping  is  neces.sary.  Stainless  steel, 
often  formed  in  the  shape  of  a  V, 
is  highly  favored  at  pre.sent  for  this 
type  of  .stripping.  Some  manufac¬ 
turers  feel  that  every  in.stallatioii 
should  be  weatherstripped  and  pre¬ 
fer  to  rely  on  this  instead  of  an 
overlapping  storm  sa.sh  and  gasket. 
When  the  .stripping  is  u.sed  it  is  at¬ 
tached  to  the  inner  surface  of  the 
ca.sement  vent’s  overhanging  lip  so 
that  the  springy  stainle.ss  .steel 
strip  comes  between  the  fixed  and 
movable  parts  of  the  ca.sement. 
When  the  vent  is  clo.sed  the  V- 


!*hoto  courtesy  Afuminum  Fabricating  Co.  of 
f’lttsbiirgh. 


Hinges  on  this  outside  storm  sash  are 
at  front  of  left  and  rear  of  right  sash. 

shaped  weatherstrip  is  compres.sed 
and  thus  tends  to  greatly  minimize 
any  air  leakage. 

Ea.se  of  cleaning  the  gla.ss  in.serts 
without  the  necessity  of  removing 
the  entire  .storm  sash  is  one  of  the 
advantages  stres.sed  by  all  manu¬ 
facturers.  This  i.s,  of  cour.se,  a  very 
important  point  to  the  hou.sewife. 
Various  designs  have  been  evolved 
to  permit  this  easy  cleaning. 

In  one  type  the  in.serts  are  hinged 
at  the  forward  edge  and  have  a 
latch  or  locking  device  at  the  back 
edge.  To  clean  thi.s  .storm  sash  the 
ca.sement  is  opened  until  it  .stands 
at  a  right  angle  to  the  face  of  the 
building.  There  is  then  sufficient 
room  to  in.sert  a  nand  between  the 
frame  and  the  vent  to  clean  the  out¬ 
side  surface  of  the  storm  sa.sh. 

Then  the  .storm  .sash  i.s  opened 
and  the  two  inner  gla.ss  sur¬ 
faces  can  be  cleaned.  The  .storm 
.sash  i.s  then  clo.sed  and  locked.  The 
back  of  the  glass  pane  of  the  ca.se¬ 
ment  vent  it.self  i.s,  of  course,  easily 
cleaned  from  inside  the  house. 
There  i.s  al.so  a  horizontal  .storm 
panel  attached  to  the  outside  of  the 
fixed  light  above  the  movable  vents. 
This  i.s  hinged  at  the  top  and  i.s 
easily  swung  upward  so  that  the 
(Conti toted  on  Page  251 
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Thoroughly 
Laborafory  Tested 


1Tel-0-Post's  price  structure  enables  you 
to  make  a  fair  profit. 

2Tel-0-Post  is  manufactured  in  four  sepa¬ 
rate  sizes  giving  you  a  complete  range 
from  12"  to  8'4".  There’s  a  Tel-O-Post 
for  every  situation. 

3Tel-0-Post  is  the  only  post  advertised 
regularly  in  Saturday  Evening  Post  and 
Better  Homes  &  Gardens. 

4Tel-0-Post  combines  the  best  materials 
with  highest  class  workmanship  to  assure 
you  the  best  product.  Many  exclusive 
features  keep  Tel-O-Post  first  in  the  field. 
Patent  No.  2,504,291. 

5  A  prominent  university  research  labora¬ 
tory  found  Tel-O-Post  stronger  and  safer. 
Constant  experimentation  and  improve¬ 
ments  keep  it  that  way. 

6  Tel-O-Post  is  packaged  in  neat,  easy-to- 
stock  cartons,  clearly  marked  for  ready 
identification.  Cartons  facilitate  inventory 
— prevent  lost  or  mixed  parts. 

NO  OTHER  POST  OUT  PERFORMS  Ta  O-POST  IN  ANY  WAY 
Um  the  cewponi  Writ*  today  for  pricot  or  furlhor 
information. 


Building  Products  Division 

BRAINARD 

STEEL  COMPANY 

22SI  LARCHMONT  AVI.  WARREN,  OHIO 


RUILOING  PRODUCTS  DIVISION 

®*ainard  steel  company 

2251  URCHMONT  AVENUE 
I  would  lik.  to  r«.i»,  do,o  TEI-O-POST. 
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The  ART  OF  SELLING 
To  The  Home  Owner 

Read  This  Article  For  Some  Valuable  Hints 
On  How  To  Give  An  Effective  Sales  Talk 


Part  2 

This  is  the  second  in  a  series  of 
articles  on  selling  to  the  home 
«»wner.  Part  1  appeared  in  the  May 
issue.  The  following  article  con¬ 
sists  of  excerpts  from  the  Ruber- 
oid  Company’s  “Salesman’s  or  Es¬ 
timator’s  Manual.”  Acknowledg¬ 
ment  is  hereby  made  to  the  Ruber- 
oid  Co.  for  their  kind  permission 
to  reprint  parts  of  their  Manual. 


Step  1 :  Ho  hum ! 

Step  2:  Why  bring  that  up? 

Step  .3:  For  instance! 

Step  4;  So  what? 

These  principles  we  are  about  to 
give  to  you  may  not  impress  you  as 
scholarly;  they  may  not  impress 
you  as  being  particulary  new;  but 


they  do  have  one  homely  virtue  to 
recommend  them;  "then  hap¬ 
pen  to  trork." 

Now,  let  us  analyze  the  formula 
step  by  step: 

Step  1:  "Ho  hum!”  That  repre¬ 
sents  the  first  attitude  of  any  pros- 
(Coutinued  on  Pape  26) 


Price  Cutting  Is  No 
Substitute  For  Salesmanship! 


WOULD  you  try  and  learn  a 
formula  that,  if  imed  will  at 
once  make  all  of  your  sales  talks 
automatically  CLEAR,  PERSUA¬ 
SIVE,  COMPREHENSIVE  yet 
BRIEF  and  intensely  INTEREST¬ 
ING? 

We  shall  consume  considerable 
time  and  much  space  describing 
and  analyzing  and  applying  this 
one  for  you  here — but  take  our 
word  for  it — you  can  tell  your  story 
completely  with  it — and  briefly — 
thus  accomplish  your  sales  in  less 
time  by  knowing  it  and  using  it. 

“The  secret  of  a  popular  lec¬ 
turer,”  Borden  and  Busse  have 
rightly  said,  “consi.sts  largely  in 
the  application  of  a  four  .step  or¬ 
ganization-formula  that  is  worth 
its  weight  in  gold  to  every  sales¬ 
man  in  America.  Right  now,  that 
formula  may  sound  to  you  like  .so 
much  slangy  gibberi.sh.  But  20  min¬ 
utes  from  now  we  think  you  will 
agree  it  is  the  secret  of  making  a 
popular  lecturer  click — and  the 
.•secret  of  making  a  sales  pre.senta- 
tion  stay  pre.sented : 


By  Harry  A.  Schmidt 
Sales  Manager 
Universal  Fabricators 


SINCE  World  War  II,  the  storm 
window  business  has  grown  by 
leaps  and  bounds.  Competition  is 
keener  and  prices  are  lower.  Con- 
.stantly  increasing  building  pro¬ 
grams  are  making  the  volume  of 
storm  window  sales  greater — but 
how  are  you  doing  profit  wise?  Are 
you  helping  to  strangle  your  own 
market? 

Home  owner  confidence  in  .storm 
window  dealers  is  waning.  Differ¬ 
ent  prices  quoted  by  .salesmen  .sell¬ 
ing  the  .same  product  leaves  the 
home  owner  perplexed.  He  wonders 
if  there  is  an  established  value  on 
the  .storm  window  that  he  contem¬ 
plates  buying. 

Many  storm  window  salesmen 
are  tempted  to  follow  the  lines  of 
least  resistance  and  in  lieu  of  con- 
.structive  selling,  enter  into  an 
auction  .sale,  with  the  job  going  to 
the  lowest  bidder  at  a  sub-normal 


Harry  A. 
Schmidt 


profit.  Dealers  will  auction  them¬ 
selves  right  out  of  the  market  unle.ss 
they  start  .selling 
instead  of  peddling 
their  window's. 

Mass  home 
builders  have  al¬ 
ready  sen.sed  the 
in.stability  of  .storm 
window  prices  to! 
the  home  owner) 
and  are  purcha.s- 
ing  in  group  hou.se 
requirements  di¬ 
rectly  from  the  manufacturers.  The 
buyer  who  j)urchase.s  a  new  home 
will  have  storm  window's  included 
as  standard  equipment  at  an  adver- 
ti.sed  extra.  He  will  buy  from  the 
builder  with  confidence  because  the 
price  he  pays  is  e.stablished  for 
him.self  and  his  neighbors.  He  will 
not  be  confu.sed  by  a  variety  of 
prices. 

If  this  trend  continues,  w'here 
does  it  leave  the  storm  window 
dealer?  One  development  of  one 
thou.sand  hou.ses  serviced  by  the 
(Continued  on.  Page  32) 
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BUILDING  SPECIALTIES 


Yes,  Customers  Really  WANT 

ATTIC  FANS 

—  All  You  Have  To  Do  Is  SELL  Them 


At  the  NER81CA  convention 
held  at  Atlantic  City  in  February, 
J.  J.  Smiley  of  the  Philip  Carey 
Co.  made  some  comments  on 
attic  fans  which  the  Editors  of 
BUILDING  SPECIALTIES  be¬ 
lieve  will  be  of  f>:reat  interest  to 
our  readers.  The  following:  article 
is  a  condensation  of  a  small  part 
of  Mr.  Smiley’s  speech.  The  Edi¬ 
tors  acknowledge  with  thanks  the 
cooperation  of  C.  N.  Nichols,  Man¬ 
aging  Director  of  NERSICA,  who 
made  available  the  stenographic 
record  of  Mr.  Smiley’s  comments. 


T^ANS  are  comparatively  new  up 
in  the  North.  For  that  reason 
I  know  that  you  would  like  to  have 
some  idea  as  to  how  they  have  been 
.sold  and  what  has  been  accom¬ 
plished  by  those  who  have  entered 
this  very  lucrative  field  of  attic 
ventilation. 

I  want  to  tell  you  the  story  about 
one  little  town  out  in  the  .Middle 
West — a  town  of  about  15,000.  Its 
temperature  ranges  are  pretty 
close  to  those  you  have  in  cold 
climate  areas.  About  three  years 
ago  one  man  in  town  who  had  been 
visiting  down  in  Te.xas  put  a  fan  in 
his  house,  having  seen  one  in  a 
friend’s  home  in  Te.xas.  He  put  a 
fan  in  about  three  years  ago.  I 
made  a  check  in  that  little  town 
last  summer,  in  July,  and  there  are 
now  88  fans  in  that  town.  And  the 
first  fan  of  those  88  has  yet  to  be 
sold.  Every  one  of  tho.se  fans  have 


been  installed  because  people  have 
visited  in  the  home.s — of  this  one 
individual  first,  and  then  tho.se  who 
have  previously  visited  in  that 
home  and  have,  as  a  result,  gone 
down  and  bought  fans. 

I  went  to  the  electrical  jobber  in 
that  town  who  was  the  only  organi¬ 
zation,  in  that  town,  handling  and 
stocking  fans  the  latter  part  of 
July,  and  I  a.sked  him  how  many 
fans  he  had  .sold.  He  .said,  “eighty- 
eight.”  And  I  said,  “No.  Now  how 
many  fans  have  you  sold?”  And  he 
.said,  “88.”  And  I  .said,  “Look,  I  hap¬ 
pen  to  know  a  great  many  of  these 
people  and  I  know  that  you  haven’t 
.sold  tho.se  friends  of  mine.  How’ 
many  have  you  .sold?”  Then  he 
caught  my  point  and  he  laughed, 
and  .said,  “Well,  to  be  hone.st  with 


you.  I  haven’t  sold  the  first  one.  All 
88  have  been  taken  away  from  me.” 

I  tell  you  this  incident  to  illus¬ 
trate  how  information  about  a  fan 
will  spread  by  word  of  mouth.  1 
have  yet  to  find  any  product  going 
into  a  home  which  gives  more  hon¬ 
est  user  .satisfaction  and  pride, 
than  an  attic  or  ventilating  fan. 
The  people  have  something  there 
that  is  tangible,  that  gives  com¬ 
fort;  something  that  they  can 
point  to  with  pride.  This  little  story 
about  this  town  out  in  Ohio,  where 
88  have  been  bought,  I  am  certain 
is  being  duplicated  nearly  every¬ 
where  that  attic  fans  are  in  u.se. 

You  would  probably  like  to  know 
what  .some  people  in  your  field  have 
done.  I  have  a  few  personal  ca.se 
{Continued  on  Page  32) 


One  of  the  types  of 
attic  fans  now  avail¬ 
able  on  the  market. 
Easy  to  install  and 
profitable  to  deal¬ 
ers,  they  are  now 
spreading  rapidly 
throughout  the  na¬ 
tion  as  more  and 
more  customers  be¬ 
come  aware  of  their 
value  in  cooling  and 
ventilating  a  house. 

Courtt'xy  Amrrii'aH 
Machtiu  \  Metals  Co. 


August,  1950 
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Rectory  of  Holy  Cross  Church,  Trenton,  N.  J.  (above) 
which  was  re-sided  with  Perma-Stone  by  Bernard  DeCraaf. 


N.J.Dealei  With  No  Sales 
Stall  Ups  His  Busiiiess 


Good  location,  heavy  advertising  and  clever 
publicity  keep  sales  volume  at  high  level 


2.  Advertising.  DeGraaf  runs  an 
ad  daily  in  the  Trenton  eveniiifr 
paper  in  its  classified  section,  thus 
furnishing  a  constant  reminder 
that  he  wants  to  take  care  of  the 
readers’  needs.  He  spends  about 
.?50.()0  a  month  in  telephone  direc¬ 
tory  advertisijiK  and  lists  his  com¬ 
pany  under  kitchen  cabinets,  win¬ 
dows,  fencing^,  roofiiiR,  contracting, 
stone  products  and  heating  and 
plumbing. 


By  BILL  EDWARDS 
Special  Correspondent 
Building  Specialties 


During  the  war,  Bernard  De¬ 
Graaf,  owner  of  the  DeGraaf 
Roofing  &  Engineering  Company  of 
Trenton,  N.  J.,  had  an  active  .sales 
force  out  ringing  doorbells,  devel¬ 
oping  leads,  closing  .sales.  Business 
was  good.  After  hostilities  ceased, 
however,  DeGraaf’s  .sales  force 
drifted  away,  some  to  go  into  other 
lines  of  work,  .some  to  go  into  busi¬ 
ness  for  themselves. 

Today  with  no  .salesmen  it  might 
be  supposed  that  the  company’s 
.sales  have  dropped  appreciably.  But 
that  is  not  the  ca.se.  In  fact,  since 
1945  “Berny”  DeGraaf  has  more 
than  doubled  his  volume.  How  he 
has  done  that  should  be  of  interest 
to  all  building  specialty  dealers 


faced  with  the  problem  of  getting 
and  keeping  an  active  .selling  crew. 

These  are  the  steps  that  DeGraaf 
took  to  increase  his  .sales  without 
salesmen  other  than  himself: 

1.  New  Location.  Before  1945 
the  company  was  located  in  an  out- 
of-the-way  spot  where  few  people 
could  .see  it  or  be  impressed  if  they 
did  come  there.  DeGraaf  moved  to 
a  busy  street  and  remodelled  the 
building  inside  and  out.  As  he  puts 
it,  “One  of  the  things  that  an  e.s- 
tablished  dealer  has  to  combat  is 
the  salesman  who  is  in  busine.ss  for 
him.self  and  works  out  of  his  home. 
Our  location  and  our  office  gives  the 
impre.ssion  of  .solidarity  that  builds 
confidence.  It  al.so  has  valuable  ad¬ 
vertising  pull.  With  a  show  room 
we  are  proud  of  1  can  invite  pros¬ 
pects  here  and  show  them  all  we 
handle,  as  well  as  what  they  have 
e.xpressed  interest  in.” 


.‘1.  Direct  Mail.  DeGraaf  sends  a 
steady  stream  of  letters  and  litera¬ 
ture  to  men  of  influence  in  the 
building  busine.ss,  including  archi¬ 
tects,  real  estate  men,  builders. 
They  are  kept  constantly  informed 
on  the  products  he  handles  and  the 
type  of  work  his  men  can  do. 

4.  Welcome  Wagon,  DeGraaf  has 
been  in  business  in  Trenton  since 
1932  and  .so  his  reputation  is  estab¬ 
lished  with  the  older  residents.  He 
u.ses  the  Welcome  Wagon  facilities 
to  introduce  himself  to  the  new¬ 
comers  to  town.  This  organization 
visits  those  who  move  in  and  tells 
them  about  the  local  bu.sine.ss  men 
and  gives  them  .something  from 
them  to  help  their  memory.  De¬ 
Graaf’s  gift  is  a  handy  pair  of 
kitchen  tongs  with  his  name 
stamped  on  them.  This  .service 
costs  him  about  $30.00  a  month 
but  he  has  u.sed  it  over  a  year  and 
(ContinKed  on  Page  39) 
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What  You  Ouffht  To  Know  About 
MOVABLE  METAL  AWNINGS 


A  round-up  of  the  types  now  on  the  market 
which  will  help  you  make  your  choice  in  this 
rapidly  growing  and  very  profitable  business 


{The  folloH'iug  us  a  companion 
article  to  one  on  fixed  metal  a  tim¬ 
ings  u'hich  was  published  in  the 
July  issue.  Together  the  two  articles 
represent  a  useful  roundup  of  the 
best  known  fixed  and  movable  metal 
awnings). 

MOVABLE  AWNINGS 

Basically,  there  are  three 
types  of  movable  metal  awn¬ 
ings.  These  are  1)  The  Roll-up 
Awning,  2)  The  Folding  Awning, 
and  3)  The  Shutter  or  Venetian 
Type.  As  is  the  case  with  the  fixed 
types,  all  the  movable  awnings  are 
made  of  sheet  steel  or  aluminum 
and  are  finished  in  a  wide  variety 
of  baked  enamel  colors.  Because  of 
their  con.struction,  color  combina¬ 
tions  in  movable  awnings  general¬ 
ly  appear  in  the  form  of  horizontal 
stripes. 

A.  Roll-Up  Metal  Awnings 

This  type  of  awning  is  made  up 
of  a  .series  of  interlocking  metal 
slats  so  constructed  that  they  will 
roll  or  bend  in  one  direction  but 
not  in  the  other.  This  con.struction 
prevents  .sagging  yet  allows  for 
easy  flexibility  in  rolling  up  the 
awming.  When  the  awning  is  ex¬ 
tended,  it  is  held  down  under  ten¬ 
sion  b.v  regular  awning  cord.  To 
rai.se  the  awning  the  cord  is  re¬ 
leased  and  the  spring  roller  in  the 
front  bar  causes  the  awning  to  roll 
up  against  the  building. 

The  cord  is  easily  worked  from 
inside  the  house  and  the  awning 
can  be  anchored  in  any  po.sition 
desired.  The  spring  roller  around 
which  the  slats  roll  up  is  located 
at  the  front  edge  of  the  awning 
rather  than  at  the  rear  edge. 


This  type  of  awning  does  not 
have  side  pieces,  however,  it  has 
a  sufficient  overlap  on  the  window 
frame  so  that  there  is  ample  cov¬ 
erage.  The  open  sides  allow  plenty 
of  ventilation  and  the  free  flow  of 
air  under  the  awning  prevents  any 
accumulation  of  hot  air. 

Door  canopies,  patio  and  terrace 
covers  have  the  same  interlocking 
slat  construction  but  the  door  cano¬ 
pies  do  not,  of  course,  roll  up.  Very 
large  patio  or  terrace  covers  re¬ 
quire  a  special  frame  work  and  may 
or  may  nor  roll  up,  depending  on 
the  customer’s  wishes.  The  frame¬ 
work  consi.st  of  two  uprights  and 
two  horizontal  rafters  which  sup¬ 
port  the  awning. 


Fully  extended  square  folding  awnings 
and  a  fixed  patio  or  terrace  cover. 

— Ilrau'ing  courtesy  KonPel,  luc.  &  K.  //. 
Macy,  Inc. 


While  the  vast  majority  of  roll¬ 
up  awnings  are  residential,  there 
is  an  excellent  market  for  the  com¬ 
mercial  type.  The.se  have  special 
arms  which  allow  ample  clearance 
for  pedestrians  and  window  shop¬ 
pers.  The  arms  may  be  of  the  out¬ 
rigger  or  tubilateral  type,  the  lat¬ 
ter  being  used  where  more  than 
two  arms  are  needed. 

The  commercial  awning  does  not 
have  a  spring  roller  in  the  front 
bar,  instead  it  has  a  geared  roller 
at  the  back  edge  and  is  lowered  or 
rai.sed  by  means  of  a  winding  shaft 
and  brace. 

B.  The  Folding  Awning 

Folding  awnings  may  be  round 
or  square  in  shape.  They  are  made 
up  of  lateral  sheet  metal  (.steel  or 
aluminum)  .sections  which  fold 
back  against  each  other  very  much 
like  the  old  collapsible  metal  cup. 
The  sections  are  .so  assembled  as 
to  allow  ample  ventilation  regard¬ 
less  of  whether  the  awning  is  in  a 
raised  or  lowered  position.  Each 
section  is  shaped  .somewhat  like  a 
.square  U  and  is  smaller  than  the 
.section  immediately  below  it  with 
the  large.st  at  the  bottom.  The 
amount  of  space  between  the  sec¬ 
tions  varies  with  the  design. 

Folding  awnings  have  sides  that 
move  back  and  forth  with  the  hori¬ 
zontal  members  of  which  they  are 
a  part.  When  activiated  by  gears 
or  a  .series  of  pulleys,  these  awn- 
(Continued  on  Page  42) 


1.  Aluminum  residential  roll-up  awnings  are  in  use  the  year 
round.  Note  the  snow  on  the  ground  which  shows  their  use 
in  the  winter.  2.  A  patio  cover  of  the  shutter  or  Venetian 
type  with  adjustable  slats.  3.  A  commercial  version  of  the 
roll-up  aluminum  awning.  Outrigger  arms  allow  ample  clear¬ 
ance  for  pedestrians.  With  the  aid  of  a  winding  shaft,  the 
awning  is  rolled  up  on  a  geared  roller  at  the  rear  edge. 

4.  Aluminum  roll-up  awnings  and  a  fixed  door  canopy.  The 


awnings  have  a  spring  roller  in  the  front  edge  and  are  con¬ 
trolled  by  a  cord  inside  the  house.  5.  Residential  shutter  type 
metal  awnings  with  screened  sides.  Adjustable  slats  all^ 
ample  visibility  and  light  yet  keep  out  sun,  rain  or  snow. 
6.  A  commercial  version  of  the  shutter  or  Venetian  type  metal 
awning.  They  are  easily  assembled  and  can  be  fitted  to  any 
size  window. 

Photos  1,  4,  .1  courtesy  Orchard  Bros.,  Inc.  Sos.  2,  5,  6  courtesy  F.  C. 
Russeli  Co. 
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B.  S.  REPORTER . . . 


Calbar  Celebrates 
30th  Anniversary 

This  year  marks  the  30th  in  the 
industry  for  Calbar  Paint  and  Var¬ 
nish  Company.  The  manufactur¬ 
ing  concern,  located  at  2612-26 
North  Martha  Street  in  Philadel¬ 
phia,  opened  its  doors  for  business 
way  back  in  1920. 

In  the  many  years  that  have 
passed,  Calbar  has  grown  into  a 
nationwide  organization,  distribut¬ 
ing  its  products  to  every  part  of 
the  United  States  and  many  for¬ 
eign  countries. 

Calbar  is  today  renowned  for 
the  manufacturing  of  technical 
paints  and  varnishes,  caulking 
compounds  and  caulking  guns.  Its 
most  popular  trade-mark  name  is 
Caulk-O-Seal. 

*  *  * 

Mitchell* White  Corp  to 
Promote  Vertical  Blinds 

The  Mitchell-White  Corporation 
of  12  East  22nd  Street,  New  York 
City,  announces  that  it  has  ef¬ 
fected  an  agreement  to  repre.sent 
Window  Charm  Vertical  Blinds  on 
the  Eastern  Seaboard. 

Hitherto  Mitchell-White,  which 
specializes  in  the  launching  of  new 
building  specialty  items,  confined 
its  efforts  to  representing  Air- 
Vent  Aluminum  Awnings  in  that 
important  area  and  in  that  capac¬ 
ity  has  done  an  outstanding  job, 
perhaps  the  most  novel  of  which 
has  been  the  development  of  build¬ 
ing  speciality  business  in  the  pres¬ 
tige  department  stores. 

The  Mitchell-White  Corporation 
has  established  distribution  in  the 
prestige  department  stores  and  has 


an  installation  organization  at  its 
command  to  install  a  new  building 
specialty  w’hile  the  distributor  or 
dealer  is  having  his  education  on 
the  item  completed  and  until  the 
time  he  is  ready  to  take  over  his 
own  in.stallations. 

«  ♦  « 

Name  of  NERSICA 
Is  Now  Registered 

The  name  NERSICA  has  been  .so 
valuable  as  a  symbol  of  the  roofing 
and  siding  industry,  that  in  Sep¬ 
tember  of  1947  the  association  ap¬ 
plied  to  the  Commi.ssioner  of  Pat¬ 
ents  for  registration  of  it.  By  so 
doing,  the  association  acquired 
total  ownership  of  the  name  or  any 
closely  aspproximate  derivation 
which  might  be  coined  to  take  ad¬ 
vantage  of  the  national  recoffnition 
of  its  value. 

C.  N.  Nichols,  managing  director 
of  NERSICA,  now  reports  that  af¬ 
ter  almost  three  (3)  years  of  in¬ 
vestigation,  the  Commissioner  of 
Patents  has  found  it  po.ssible  to 
give  exclusive  u.se  of  the  name 
NERSICA  to  the  Northeastern 
Roofing,  Siding  and  Insulating 
Contractors  Association,  Inc. 

«  «  « 

Shower  Door  Co.  Ups 
Sales  48%  Over  '49 

An  announcement  of  great  in- 
tere.st  from  the  Shower  Door  Com¬ 
pany  of  America  Board  of  direc¬ 
tors  read  as  follows:  “We  are 
plea.sed  to  report  that  sales  for  the 
first  six  months  of  1950  exceed 
tho.se  of  the  .same  period  in  1949 
by  48'^,  with  indications  of  a 
greater  increa.se  during  the  re¬ 
mainder  of  the  year.” 


Tracy  Names  Coen 
Mid-West  Sales  Manager 

Appointment  of  Larry  E.  Coen 
as  Mid-West  Sales  Manager  for 
Tracy  Manufacturing  Company. 
Pittsburgh,  was  announced  by 
B.  T.  Roe.  Vice  President. 

The  appointment  is  effective  im¬ 
mediately  and  Mr.  Coen  will  make 
his  headquarters  in  Chicago,  1142 
Merchandise  Mart,  where  Tracy 
has  sales  offices  and  display  rooms. 

Mr.  Coen  has  been  prominently 
identified  with  the  kitchen  equip¬ 
ment  business  for  many  years,  in 
several  important  sales  positions 
with  American  Central  Divi.sion, 
AVCO  Manufacturing  Corjwra- 
tion,  and  recently  connected  with 
The  Murray  Corporation  with  Chi¬ 
cago  headquarters. 

*  *  * 

Roxdale  Appoints 
Two  Distributors 

Mr.  Joseph  A.  Pisani,  General 
Manager  of  Roxdale  Building  Prod¬ 
ucts  announced  that  in  line  with 
the  firms  expansion  two  distribu¬ 
tors  had  been  appointed.  The.se 
distributors,  Barger  Millwork  Co. 
of  Hickory  Highway,  Statesville, 
N.  C.  and  Harris  Supply  Corp.  of 
711  Cooper  St.,  Knoxville,  Tenn. 
will  feature  Roxbord  the  Roxdale 
tileboard  with  the  4 '4"  x  414"  block 
as  well  as  the  Roxdale  .streamline 
and  smooth  .surface  paneling  in  4' 
X  4',  4'  X  6',  4'  X  8'  sizes. 

*  *  * 

Hardware  Show  to  Be  at 
New  York.  Oct.  2-6 

Over  600  exhibitors  (manufac¬ 
turers  of  America’s  best  hardware 
and  allied  products),  over  30,000 
buyers,  four  full  floors  at  the 
{Continued  on  Page  46) 
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Direct  Mail 


To  make  your  advertising  etieetive, 
eareiully  cheek  the  accuracy 
of  the  names  on  your  lists 


{This  is  the  fourth  of  n  series 
0)1  Direct  Mail  Advertisiug.  The 
j))e)'ious  iusfalhneut  appeai'cd  in 
the  Julg  issue.) 

IT  IS  safe  to  say  that  hundreds 
of  concerns  now  sending  out 
Direct  Mail  Advertising  are  secur¬ 
ing  sales  at  a  cost  that  is  excessive, 
because  the  names  used  have  uot 
been  checked  and  qualified  before 
using.  Inaccuracies  in  lists  have 
caused  some  users  to  complain  that 
the  cost  of  this  class  of  advertising 
is  too  high  in  comparison  with 
profits  on  sales  made. 

A  dealer  mailed  a  multigraphed 
special  price  offer  to  a  list  of  pros¬ 
pects,  and  enclosed  a  prepaid  reply 
card  which,  when  signed  and  re¬ 
turned,  authorized  a  salesman  to 
call.  The  returns  were  considerably 
below  expectations.  A  second  mail¬ 
ing  was  prepared  the  following 
month  and,  in  addition  to  the  spe¬ 
cial  price  appeal,  a  feather  duster 
was  offered  free.  The  results  from 


this  mailing  were  even  lower  than 
the  first.  Di.sgusted,  the  manager 
told  a  friend  that  “Direct  Mail  Ad¬ 
vertising  doesn’t  pay  in  my  busi- 
ne.ss.  I  kuoie  because  I’ve  tried  it.’’ 


DrafvDtf)  cDurtcsy  Addrcssoijraph  Multitiraph  Co. 

Are  you  sending  electric  fans  to  Eski¬ 
mos?  Be  sure  you  use  “qualified  names.” 


At  the  friend’s  suggestion,  an 
expert  was  called  in.  His  first  ques¬ 
tion — “Where  did  you  get  this 
list?” — .solved  the  problem.  To  save 
moneij,  the  dealer  had  borrowed 
a  list  compiled  three  years  pre¬ 


viously  by  a  shoe  .store  manager 
in  the  .same  neighborhood.  The 
names  had  not  been  checked,  and 
they  had  not  been  qualifed  for  use, 
in  the  specialty  busine.ss. 

Scores  of  like  in.stances  could  be 
related.  The  point,  in  a  few  words, 
is  this:  Do  not  fail  to  check  the 
accuracy  of  names  and  addresses 
before  first  using  a  list.  Be  sure 
that,  in  compiling  the  li.st,  only 
qualified  names  are  used — that  is, 
names  of  logical  prospects.  If  Mrs. 
Ru.s.sell  has  moved  to  another  city, 
she  is  not  a  prospect  for  a  local 
window  dealer.  If  the  Brown  fam¬ 
ily’s  income  is  $175  per  month,  they 
are  not  prospects  for  the  oriental 
rug  shop.  If  Mrs.  Christy  is  a 
widow,  now  residing  in  a  hotel,  she 
is  not  a  pro-i)ect  for  any  home 
improvements. 

Valuable  names,  in  yours  or  any 
other  business,  are  those  whiclr 
merit  an  O.  K.  on  each  of  the  fol¬ 
lowing  four  examination  points: 

{Continued  on  Page  43) 


BUILDING  SPECIALTIES 


Products 


Methods 


listed  separately.  The  new  catalog 
numbers  will  designate  style  de¬ 
sired  as  well  as  color  and  dimen¬ 
sion  of  each  tile  piece.  It  is  indi¬ 
cated  that  Cermak  moulded  outside 
corner  tiles  are  adaptable  to  either 
style  used.  Craftile  Murals,  as  illu.s- 
trated,  are  available  when  .special 
effects  are  desired. 

Shown  on  the  back  catalog  page 
are  a  few  of  the  proven  sales  aids 
available  to  all  Cermak  dealers. 
Nece.ssary  installation  tools  and 
mastic  materials  are  also  described. 


.sash  so  that  it  operates  easily 
either  in  wet  or  dry  weather;  the 
Kwik-Out  is  simple  in  design  and 
requires  no  maintenance  once  in- 
.stalled.  It  may  be  installed  in  old 
windows  or  in  new'  con.struction 
and  takes  only  twenty  minutes  per 
window  to  install. 

The  Kw'ik-Out  is  packaged  in 
.sets  of  four  which  will  equip  one 
double  hung  window.  Shipped  in 
packages  of  48  sets  per  package. 


Universal  Offers  New 
Casement  Storm  Sash 

Made  by  Univer.sal  Fabricators, 
this  extruded  aluminum  ca.sement 
.storm  .sash  is  installed  inside  and 
is  being  marketed  under  the  name 
“Instant-Fit.”  It  has  double 
strength  glass  and  an  extended  hol¬ 
low’  rubber  gasket  all  around  the 
aluminum  frame  which  is  locked 
solidly  to  the  frame. 


New  Door  Check 


New  Window  Balance 
Eliminates  Cords,  Springs 

A  new  revolutionary  type  of 
window  balancer  which  eliminates 
sash  cords  and  springs  balancers 
is  now  being  offered  to  the  trade 
by  RCS  Tool  Sales  Corporation, 
under  the  trade  name  of  “Kwik- 
Out”.  The  manufacturer  claims 
the  Kwik-Out  makes  every  window 
quickly  removable  without  di.sturb- 
ing  trim  or  parting  stop  and  once 
removed,  the  sash  may  be  replaced 
merely  by  compre.ssing  the  Kwik- 
Out  again.st  the  jamb  and  the  win¬ 
dow  snaps  back  into  place. 


Using  a  new  principle  of  appli¬ 
cation,  the  Perfect  Door  Check 
u.ses  a  lever  arrangement  which  in- 
crea.ses  the  pulling  power  as  the 
door  clo.ses.  Particular  advantage 
is  that  the  door  sfaj/s  closed,  for 
this  special  lever  action  assures 
complete  engagement  of  lock.  Doors 
won’t  clam  shut.  There’s  no  chance 
for  door  rattle  or  half  closing. 

The  Perfect  Door  Check  has  a 
.self  centering,  oil  resistant  .syn¬ 
thetic  pLston  cup  that  outla.sts  any 
ordinary  type  cup.  Another  out¬ 
standing  feature  —  the  Perfect 
Check  allows  the  door  to  be  opened 
to  over  120°  at  any  time.  A  stop 
w’asher  holds  the  door  in  any  posi¬ 
tion.  For  extra  appeal  the  Perfect 
{Continued  on  Page  40) 


Where  conden.sation  is  a  prob¬ 
lem  this  gasket  can  be  fitted  clo.sely 
again.st  the  walls  of  the  window'. 
The  construction  allows  a  full  1- 
3/16"  air  space  between  ca.sement 
and  storm  .sa.sh  glass  surfaces.  A 
tilt-in  draft-free  vent  one  lite  high 
is  available.  Wide  variety  of  stock 
types  and  sizes. 


Cermak  Release  4-Page 

Catalog  on  Plastic  Hie  //  ^  \\ 

The  Cermak  Tile  Company,  Inc.  ^  ^  PW  n 

has  just  released  a  handy,  four  u  I  ^ ^  I 

page,  two-color  catalog.  Both  styles  ^  it  !  JJ 

of  Cermak  plastic  wall  tile — the  xs®  - 

Standard  Cermak  and  the  new  dis-  - ^ 

tinctive  Cleveland  Bevel-Edge —  “ - 

are  described.  Kwik-Out  takes  the  rattle  out  of 

For  easy  ordering  both  styles  are  windows  and  properly  balances  the 
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The  first  article  in  our  series  on  and  even  on  floors  because  he  had 
Tile  Technics  has  apparently  been  assured  that  the  tile  was  equal 
stimulated  the  interest  of  at  least  to  clay  tile  for  these  uses.  Perhaps 
a  portion  of  Building  Specialties  you  can  imagine  the  results, 
readers  since  we  have  received  The  boiling  water  that  a  house- 
(lueries  on  several  phases  of  plastic  wife  is  reported  to  have  poured 
tile  characteristics,  installation  and  over  the  dishes  on  the  drainboard 
maintenance  on  which  additional  exceeded  the  critical  distortion  tern- 
data  was  requested.  Several  of  the  perature  of  plastic  wall  tile  by  some 
questions  submitted  indicate  the  10°  to  20°F.  and  the  installation 
exi.stence  of  a  surprising  amount  of  "as  completely  ruined, 
misinformation  about  the  product  The  lavatory  decks  were  injured 
and  it  would  appear  that  in  some  by  various  cosmetics  such  as  nail 
instances  pla.stic  tile  has  been  over-  polish  and  polish  remover  which 
sold  even  to  the  point  of  mi.srep-  partially  dis.solved  the  tile  where  it 
resentation.  has  been  .spattered.  The  surface  of 

In  plastic  wall  tile  we  have  a  the  wall  tile  in.stalled  on  the  floor 
post-war  building  material  of  great  "as  quickly  ruined  by  the  scratches 
merit  and  it  is  unfortunate  that  resulting  from  the  e.xce.ssive  abra- 
many  have  represented  the  mate-  sion  that  it  was  not  designed  to 
rial  to  be  as  good,  in  every  way,  as  resist. 


glazed  clay  tile.  This,  of  course,  is 
not  true.  In  many  ways  and  for 
many  types  of  installations  it  is 
superior  to  clay  tile  due  to  its  in¬ 
herent  characteri.stics  of  light 
weight,  flexibility  under  distortion, 
pressure  and  impact,  and  to  the 
ea.se  of  its  application,  but  there 
can  be  no  question  that  there  are 
certain  jobs  that  require  the  chemi- 


Cu.stomer  Instruction 

Customers  who  have  not  been 
imstructed  in  the  proper  cleaning 
procedure  for  plastic  tile  have  oc¬ 
casionally  brought  about  this  .same 
type  of  failure  by  scouring  the 
walls  with  an  abra.sive  cleaner 
when  soap  and  water  or  the  cleaner 
.specified  by  the  tile  manufacturer 
should  have  been  used. 


We  must  remember  that  the 
type  of  i)oly.styrene  pla.stic  tile  in 
use  today  is  a  wall  tile  only  and 
should  never  be  used  on  counter 
tops  or  floors,  although  it  can  be 
u.sed  with  succe.ss  on  ceiling  areas. 
There  is  an  ample  market  for  pla.s¬ 
tic  tile  installations  on  wall  areas 
of  bathrooms,  kitchens,  bakeries, 
markets,  beauty  parlors  and  the 
like  without  attempting  to  make  it 
do  a  job  for  which  it  was  not 
engineered. 

{Cotitinued  on  Page  45) 

'I  Wouldn't  Part  With  It 
For  10  Times  Its  Cost' 

That's  What  1  Dealer  Says  About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 

Don't  Miss  These  Important 
Articles  in  the  1951  Edition: 

*  A  COMPLETE  SECTION  DISCUSSING  IN  DE¬ 
TAIL  ALL  TYPES  OF  PRIMARY  AND  COM¬ 
BINATION  WINDOWS. 

*  ALL  TYPES  OF  METAL  AWNINGS,  DESCRIBED 
AND  DISCUSSED  IN  DETAIL. 

■it  ARTICLES  ON  METAL  AND  PLASTIC  TILE, 
GARAGE  DOORS  AND  OPENERS,  AND  DOZENS 
OF  OTHER  PROFITABLE  SPECIALTY  ITEMS. 

*  COMPLETE  SECTIONS  ON  SELLING,  TRAINING 
SALESMEN,  ADVERTISING,  BUILDING  YOUR 
VOLUME,  (tc. 

1951  Edition — to  be 
Published  September  1950 

WRITE  TODAY  TO 
RESERVE  YOUR  COPY 

ROOFING,  SIDING  &  BUILDING 
SPECIALTIES  MANUAL 

42S  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


cal  and  abra.sion  re.sistance  of  clay 
tile  or  .similar  products. 

In  thi.s  regard,  one  reader  write.s 
that  he  ha.s  made  installation.s  of 
pla.stic  wall  tile  on  .sink  drainboard 
deck.s,  on  pullman  lavatory  deck.s 

I  ).  Arthur  Montgomery’s  column  \ 
f  appears  every  other  issue.  Mr.  ) 
/  Montgomery  is  the  technical  direc-  ) 
I  tor  of  the  Stylon  Corp.  and  has  / 
(  many  years  of  experience  with  plas-  > 
>  tic  tile  problems.  Readers  with  ap-  ^ 
^  plication  problems  are  urged  to  \ 
^  write  to  Tile  Technics  Department.  ^ 


Boost  Sales 

With  this  Profitable  Item 

•  Remarkably  low  in  cost.  A  folding 
awning. 

•  Adaptable  to  casement  or  double- 
hung  windows. 

•  Popular  sizes  available  in  standard 
packages. 

•  Completely  assembled,  reody  for 
quick,  easy  installation. 

•  Modern,  complete  sales  program 
available  to  all  dealers. 

Write  or  wire  today  for  information 
on  dealershipr 

"Nelson  is  the  Name  for  Awnings"! 


get  ahead  in 


/n  construction proc/ucts  CECO  ENGINEERING  mskes  the  big  difference 


lExtfluin 


BUILDING  SPECIALTIES 


Consumer  Buying 

(Conti mud  fioni  P(i(;e  11) 

Those  who  are  buying  sheets  and 
extrusions  for  the  first  time  may 
find  difficulty  getting  what  they 
need. 

Dealers  queried  by  BUILDING 
SPECIALTIES  have  practically  all 
replied  that  business  is  better  than 
ever  before  with  a  plentiful  supply 
of  aluminum  products  available 
from  manufacturers.  Apparently 
many  home  owners  who  have  been 
planning  improvements  to  their 
homes  have  decided  to  go  ahead 
with  them  “while  materials  are 
available.’’  Anyhow,  dealers  are 
doing  a  brisk  business  at  a  time 
which  is  normally  rather  slow. 

The  steel  supply  situation  has 
been  confu.sed  and  uncertain  for 
several  months,  barring  a  much 
greater  expansion  of  war  produc¬ 
tion  than  seems  likely  to  be  .sought 
by  the  Government,  production  of 
hard  goods  will  probably  be  per¬ 
mitted  to  go  ahead  at  a  relatively 
high  rate  for  the  re.st  of  the  year 
despite  allocations  for  armaments. 

Defense  Needs  Small 


Complete  Selection  of 
Storm  Window 
and  Screen  Products 


Combinotien  Storm 
Windows  ond  Screen  Unit 

Precision  cnfcinecred  for 
c-^sy  insialliition  and  sers- 
ic«r-frec  operation.  All* 
aluminum — extruded  sec- 
tions— self'Storinit. 


You  won’t  miss  a  profit  oppor¬ 
tunity  when  you  sell  the  Ceco  line. 
For  here  in  one  single  source  are 
proven  profit  promoters  in  storm 
window  and  screen  products  of 
aluminum  and  steel— skillfully  en¬ 
gineered  products  that  meet  cus¬ 
tomer  demand.  Here,  too,  is  fast 
friendly  service.  So  sell  the  line 
that  covers  the  field  best . . .  sell 
CECO. 


Aluminum  Storm  Window 
for  Motol  Cosomonts 

Covers  entire  window, 
providinK  satisfactory  in* 
sulation.  Controlled  ven¬ 
tilation.  Installed  from 
the  inside.  Admits  more 
liftht. 


Scroons 
Easily  in¬ 
stalled  or 
removed  — 
perfect  fit. 
Require  no 


Bosomont 

Combinotion 

*  Scroon  and 

**m  Storm  Ponol 

Year-around  protection  — -  cuts  fuel 
costs— eliminates  screen  storage  prob¬ 
lems.  Full  ventilation.  Can’t  rot,  warp 
or  swell. 


or  fitting. 
Light,  easy 
to  handle. 
Take  mini¬ 
mum  stor¬ 
age  space. 


In  making  a  plea  for  orderly  vol¬ 
untary  allocations  by  the  steel  in¬ 
dustry,  Eugene  Grace,  Chairman  of 
Bethleham  Steel  Corp.,  recently 
pointed  out  that  the  present  de¬ 
fense  program  would  absorb  such 
a  small  quantity  of  .steel  that  civil¬ 
ian  needs  could  be  supplied  with 
little  disturbance.  The  nation’s 
.steel  capacity,  Grace  .said,  is  100 
million  tons,  15  million  more  than 
during  the  last  war  when  .steel  re¬ 
quirements  were  much  greater  than 
in  the  present  emergency.  Further¬ 
more,  all  major  steel  plants  are  in¬ 
creasing  their  capacity. 

Steel  will  probably  be  tight  for 
.some  time  to  come  but  as  is  the  case 
with  aluminum,  it  is  highly  un¬ 
likely  that  any  manufacturer  of 
steel  products  will  be  forced  to  stop 
production  for  lack  of  metal.  In 
this  connection  it  is  worth  quoting 
a  part  of  Eugene  Grace’s  recent 
statement  to  the  press  which  was 
mentioned  above.  Grace  empha¬ 
sized  that,  “.  .  .  .  the  country  will 


Aluminum  Combination  Storm 
ond  Scroon  Door 

Auxiliary  door  engineered  in 
aluminum— combines  beauty  with 
convenience.  Beautiful  clear  finish. 


Gonorol  Officot:  5601  Wost  26th  Stroot,  Chicogo  50,  Illinois 
Offices,  warohovios  and  fabrkoting  plonts  in  principal  cities 


Triple  Track 

Corbin^ion  WINDOWS  . 


Soles  come  etlsV  with  EXCELUM  windows  be- 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  oluminum,  they  hove 
eliminated  service  colls.  Soles  resistonce  melts 
wften  you  show  EXCELUM's  exclusive  feotures 
ond  rigid  construction. 
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Ik“  surprised  how  little  the  civilian 
economy  will  be  affected  by  the  cur¬ 
rent  preparedness  projjrani.” 

Building  specialty  products 
which  require  rubber  for  insulation 
gaskets  and  other  purposes  will  not 
l)e  affected  by  the  Government’s 
war  i)rograni.  The  supply  of  rub- 
ber  l)oth  synthetic  and  natural  is 
more  than  sufficient  for  the  needs 
of  the  country.  To  guard  against 
any  po.ssible  shortage  the  Govern¬ 
ment  is  putting  into  operation  two 
of  its  re.serve  .synthetic  rubber 
plants. 

By  and  large  the  situation  does 
not  justify  the  pessimism  that  has 
been  inspired  by  the  spectacular 
newspaper  headlines.  Unle.ss  Amer¬ 
ica  is  involved  in  an  all  out  war 
there  is  no  reason  to  fear  that  the 
building  specialty  business  will  be 
deprived  of  any  necessary  mate¬ 
rials.  Meanwhile,  business  is  good 
and  dealers  and  manufacturers  are 
making  money  despite  their 
worries. 


Outside  Storm  Sash 

(Contituied  from  Page  13) 

inner  surfaces  can  be  cleaned. 

The  location  of  the  hinges  on  the 
storm  panels  varies  somewhat  and 
in  some  designs  they  are  placed  at 
the  forward  edge  of  one  vent  and 
the  rear  edge  of  the  adjacent  vent. 
One  type  has  no  hinges  at  all  but 
instead  has  a  slot  at  the  rear  edge 
of  the  .storm  .sash.  When  the  ca.se- 
ment  is  wide  open,  the  glass  in.sert 
can  be  easily  withdrawn  through 
this  slot,  cleaned  and  in.serted 
again. 

Installation  is  simple  and  me¬ 
chanics  can  be  trained  to  do  this 
work  without  difficulty.  The  storm 
panel  may  be  assembled  at  the 
dealer’s  shop  after  careful  measure¬ 
ments  have  been  taken  of  the  cus¬ 
tomer’s  ca.sement  window.  The 
storm  panels  are  then  fastened  to 
the  ca.sement  with  clamps,  holes  are 
drilled  through  the  .sash  and  the 
the  casement  and  stainle.ss  steel 
.screws  in.serted.  The  clamps  are 
(Continued  on  Page  26) 


Dealers!  Write  for  our 

Off-Season  “Profit  Plan” 


C  a  J  h  i  u  o  //  y  e  It  r-'  r  o  u  n  d  sales  of 


ALL-WEATHER 

ALUMINUM  AWNINGS 


M;ikc  your  oll-scasoii  pay  oil  wiih  steady 
sales.  (:(.oI  Ray’s  new  "PROKl  I  PLAN  ” 
will  help  you  smooth  those  wiiilei  rough 
spots.  So  write  today  lor  \our  tojiy .  Natioti- 
ally  adsertised  Gool-Ray  aluminum  awn¬ 
ings  have  been  entliusiastitaliv  aeiepted  by 
dealeis.  home  owneis  and  builders. 

We  have  adequate  stocks  to  take  care 
of  all  your  needs. 

Send  in  your  orders  with  (ompleie  ronli- 
deme  .  .  .  i  here’s  lu)  shortage  of  materials 
or  supjtlies  at  Gool-Rav.  Our  plants  are 
now  (<)m|)letely  mediaiii/ed  to  fabricate  all 
sizes,  shajtes  ami  styles,  including  circular 
and  canopy  awnings.  We  ll  give  ytju  two 
weeks’  tfelivervl 


M/t a  COUPON  /\/OiA/  fOP 
/NFOPMAT/ON;  PLENTY  COOL-PAY 
PPOE/r  AYA/E/NO  POP  YOU 


Custom-built  for 
windows 
doors 
terraces 
stores 

Cool-Rjy  is  easier  lor 
you  to  sell  because  of 
quality  features. 
Suspension-type  con¬ 
struction  assures 
strong  rigid  unit. 
Chimney-type  venti¬ 
lation;  choice  of  cus¬ 
tom  colors.  Approved 
for  F.  H.  A.  financing. 


cool.  RAY  MKIM.  AWNING  CO. 
I’latils  al:  I  I.VS  .South  \vciiiif 
^oim^Mown.  Ohio 
I’leasf  seiul  your  nciv  "0(1 -Season  1' 
sales  (lining  oll  season  nionihs. 


.'lit.W  fedeial  \\eniie 
Chi<.igo.  Illinois 

roht  I’lan"  to  help  me  stimulate 


•''•ate .  DEPT. 
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BUILDING  SPECIALTIES 


I  ^  COMBI 


ALUMINUM  3-CHANNEL 


COMBINATION  STORM  WINDOWS  AND  SCREENS  « 


Two  Channels  for  Storm  Sash  .  .  . 

.  .  .  One  Channel  for  Screen 

Permanent  installation.  Screens  and  storm  sash  slide 
up  and  down  like  ordinary  windows.  Never  have 
to  be  removed,  winter  or  summer— but  are  easily 
removable  (from  inside)  if  desired.  Removable  sill 
for  ledge  cleaning.  Window  ventilation,  top  and 
bottom.  Easy  finger-tip  control. 


Aluminum 
Half  Screens 

Both  frame  and  screen  are  of  aluminum 
Completely  rustproof.  Never  require 
painting.  Screen  is  easily  removable 
for  rewiring.  All  standard 
sizes — also  built  to  spe¬ 
cifications. 


Aluminum 
Casement  Screens 

All  aluminum  frame  and  screen. 

Never  rusts  or  warps.  No  paint¬ 
ing  ever  necessary.  Light  to 
handle.  Last  indefinitely.  Screen 
is  removable  for  rewiring. 

Guarantee  Weatherstrip 

Our  30  years  of  experience  A" 

.  la*  aluminum  thresholds.  Noted  tor  their 

IS  your  guarantee  of  satis-  installation.  Immediate  shipment 

faction  or  your  money  back.  from  stock. 


1 

SECURITY  SASH  &  SCREEN  CO. 
'  1757  Puritan  Detroit  3,  Mich. 

^  COMBINATION 

STORM  SASH  and  SCREENS 

NOW ! 


Let’s 
Talk 
About 

GREATER  PROFITS 
THROUGH  FASTER 
LABOR  SAVING  SALES 

EXTRUDED  ALUMINUM  2  TRACK  WINDDW 


WINSULITE  HANUFAaURING  CO. 

717-29  N.  CENTRAL  AVE.,  BALTIMORE  2,  MD. 
Write  Phone  Eostern  6S6B 


Self-Storing  Outside  and  Inside! 

IMMEDIATE  DELIVERY 


!  Outside  Storm  Sash 

{Continued  from  Page  25) 

then  removed.  In  practically  all 
ca.se.s  the  horizontal  frame  member.s 
have  to  be  notched  at  the  back  end 
to  accommodate  the  hinge.s  of  the 
i  ca.sement  vent.s.  Breather  hole.s 
may  have  to  be  drilled  in  the  .storm 
.sash  frame  to  le.s.sen  conden.sation 
but  this  is  an  adju.stment  that 
.sometimes  occurs  after  the  job  is 
installed. 

Tools  required  for  installation 
differ  according  to  the  design  but 
i  for  the  most  part  a  screwdriver 
and  an  electric  drill  should  be 
enough  on  the  job.  One  man  can 
easily  handle  mo.st  installations  and 
will  spend  an  average  of  40  min¬ 
utes  on  a  2  lite  ca.sement  and  about 
an  hour  for  a  3-lite  window. 

The  type  of  screen  u.sed  with  out- 
I  side  ca.sement  storm  .sash  is  the 
I  .same  as  that  u.sed  with  the  inside 
I  type.  (See  the  June  issue  for  a  full 
1  de.scription.)  These  .screens  are  in- 
j  stalled  inside  the  frame  of  the 
i  ca.sement  and  are  held  to  it  with 
I  clips.  Holes  for  these  clips  need  not 
,  be  drilled  and  tapped  since  this  is 
i  done  by  the  manufacturer  of  the 
I  ca.sement  when  it  is  fabricated  at 
the  factory. 

All  in  all,  the  outside  casement 
.storm  sash  is  a  very  profitable  item 
for  dealers  and  popular  with  the 
home  owner. 


Art  of  Selling 

{Continued  from  Page  15) 

i  pect  you  meet  in  canvassing,  mea.s- 
!  uring  and  estimating,  and  in  your 
'  demonstration  or  closing  calls.  You 
^  will  never  find  your  propo.sed  cu.s- 
tomers  running  forward  with  great 
I  interest  in  your  proposition,  with 
'  their  hearts  beating  rapidly,  full 
I  of  anticipatory  pleasure  and  ex- 
I  pectation,  to  catch  the  words  of 
'  wisdom  that  are  about  to  drop 
from  your  lips.  Don’t  you  make 
I  that  mistake! 

Your  first  job  is  to  cra.sh  through 
that  “Ho  hum”  attitude  of  apathy 
which  you  will  find  in  your  pro.s- 
pects’  minds.  To  do  this  you  must 


1 


K/eystone  Wire  Cloth 

/  ALUMINUM  — I 


ALUMINUM  — BRONZE  — GALVANIZED 
Full  Range  of  Meshes  and  Finishes 
Keystone  Wire  Cloth  Co.,  Hanover,  Pa. 

DIVISION  OF 


SENECA 


WIRE  &  MFG.  CO.,  FOSTORIA,  OHIO 


August,  1950 


have  prepared  .several  effective  “Ho 
hum  Cra.sher.s”  so  that  the  end  of 
your  fir.st  and  second  .sentence  en¬ 
tirely  eliminates  the  “Ho  hum”  at¬ 
titude  of  your  listeners,  thereby 
forcing  them  to  give  you  their  in- 
tere.sted,  undivided  attention,  sit¬ 
ting  up  more  .straight  in  their 
chairs  and  with  spines  tingling 
from  wondering  what  you  mean; 
ready  to  listen  further  to  what  you 
have  to  .say  and  to  find  out  what 
your  i)ro|)o.sition  really  is. 

Effective  “Ho  hum  Cra.sher.s”  are 
neces.sary  in  your  morning  canvas¬ 
sing  work,  in  your  second  call  to 
measure  jobs  in  the  afternoons 
(that  is,  if  you  have  not  measured 
while  canvassing),  and  mo.st  neces¬ 
sary  in  your  e\ening  demon.stra- 
tion  and  closing  calls.  The  latter 
.sales  call  is  when  you  “fire  your 
heaviest  guns”  and  expect  to  .se¬ 
cure  the  contract.  So  prepare  your¬ 
self  with  .several  quick  sentences 
or  ways  to  effectively  crash  through 
the  first  apathy,  or  bored,  or  an¬ 
noyed  attitude  of  your  propo.sed 
customers.  Several  “Ho  hum  Crash¬ 
ers”  expresses  what  we  mean. 


TESTS  PROVE 


1.  REDWOOD  i.s  one  of  the  world’s  fine.st  insulators! 

2.  Heat  flows  thru  steel  260  times  as  fast  as  thru 
REDWOOD! 

.3.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

.3.  REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  woods-! 

6.  REDWOOD  DEALERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandi.se  sold. 

We  nianurarlure  four  different  »tyle>>  of  redwood  windows.  You 
will  be  surprised  at  the  low  price  and  hiitli  quality  of  our  nio>t 
popular  seller. 

Send  $.5.00  for  a  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  Redwood.  All  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Li.sts 
Delivery  Anywhere 


Step  2:  "Why  bring  that  up?” 
After  you  have  u.sed  your  “Ho  hum 
Cra.sher”  effectively  enough  to  ac¬ 
complish  a  reaction  of  curiosity 
and  rapt  attention,  such  as  we  have 
ju.st  de.scribed — that  is,  one  of 
genuine  undivided  attention  and  an 
evident  attitude  to  li.sten  further — 
the  status  of  your  talk  has  now- 
reached  a  point  where  it  may  be 
cla.ssified  as  “VV'hy  bring  that  up?” 
This  i.s  a  natural  question.  Thi.s  i.s 
your  li.steners’  unspoken  reaction 
in  thought,  even  if  not  voiced  by 
them.  “Why  bring  that  up?"  Here 
i.s  w’here  you  mu.st  now  be  ready 
with  a  second  “Crasher.”  Have  sev¬ 
eral  of  sufficient  weight  in  “You 
Attitude”  (what  “gain”  will  accrue 
to  the  listeners).  Your  prospective 
cu.stomers  mu.st  now  quickly  be  im¬ 
pressed  favorably  to  realize  that 
you  reall.v  have  something  bene¬ 
ficial  to  offer  them ;  .something  that 
{Continued  on  Page  28) 


2409  WILSON  AVENUE 


CAMPBELL,  OHIO 


Phone:  3261. 5 
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BUILDING  SPECIALTIES 


Finest  Quality  Window 
In  the  Competitive  Price  Range 


BUFFCO 

EXTRUDED  ALUMINUM 

Combination  Window 

In  todoy's  highly  competitive  window  morket 
6UFFCO«  with  60  ycors'  monufocturing  expe¬ 
rience,  reolites  the  dealer  must  hove  o  su¬ 
perior  product  thot’s  eosicr  to  sell.  The 
BUFFCO  window  is  just  whot  you  wont  .  .  . 
low  in  price,  eosy  to  instoll,  so  high  in 
quolity  you  won't  hove  to  worry  obout  coll 
bocks,  or  service. 

☆ 

A  Screwdriver 
Is  Ail  You  Need 
to  Assemble 

BUFFCO  K-D  Units 

The  BUFFCO  window  is  63STS  extruded  olum- 
inum,  ot  .064  thickness.  Extro  quolity  feotures 
include:  exclusive  interlocking  split  line  mem¬ 
bers  tor  odded  seoling  ond  strength,  extro 
protection  ot  corner  miters,  special  seoling 
bead  which  eliminotes  most  coulking,  rubber 
beading. 

Constructed  sturdily,  but  with  no  expensive 
excessive  godgets,  the  BUFFCO  window  con 
be  sold  profitobly  ot  o  competitive  price.  It 
hos  no  equol  in  beouty  or  soles  oppeol,  ond 
Buftolo  Weoving  ond  Belting  Compony's  60 
yeor's  of  "know-how"  ossure  you  of  quolity 
ond  reliobility.  mi 


OHIO  DIVISION 
ALLIANCE,  OHIO 


Art  of  Selling 

(ContiuKfd  from  Parte  27) 

will  certainly  .serve  their  interests. 
They  mu.st  now  quickly  be  made  te 
feel  that  they  had  better  listen  to 
what  it  is.  Here  is  where  you  “build 
a  brid}?e”  from  your  openinj?  “Ho 
hum  Crasher”  to  gain  their  per¬ 
sonal  interest  so  you  can  be  allowed 
to  tell  your  .story.  This  is  very 
simply  illu.strated  to  you  by  com¬ 
paring  your  talk  with  a  regular 
hou.sehold  match.  Kverybody  knows 
;  the  construction  of  a  match.  The 
ample  phosphorus  tip  of  a  match 
is  there  to  carry  the  flame  quickly 
to  the  sulphur  head,  which,  in  turn, 
takes  the  fir.st  quick  flash-in-the- 
pan  and  builds  it  into  a  fire  that  is 
strong  enough  to  carry  right  into 
the  body  or  wood  part  of  the  match. 

VV’hat  you  want  in  a  match  is  a 
I  tip  that  lights  at  the  fir.st  .scratch. 

I  then  succe.ssfully  carries  flame  from 
itip  to  head  to  wood  body.  (Your 
story). 


I  some  progress  with  your  prospects 
'.sooner  or  later;  but  the  danger  is 
that  you  won’t  get  into  the  rest  of 
your  talk  sooa  oiouf/h.  Note  that 
the  bridge  of  sulphur  is  not  in  the 
j  middle  of  the  match.  It  is  not  at 
the  end  of  the  match.  It  is  the  next 
I  .step  right  underneath  the  phos- 
I  phorus  tip  of  the  match.  Your 
'  bridge  should  be  accomplished  in  a 
quick  .sentence  or  two  that  will  be 
certain  to  lead  .vou  into  the  next 
steiT — “For  in.stance!” 

(To  Be  Continued) 


A  screwdriver  is  oil  you  need  to  ossemble  BUFFCO 
windows.  Costly  mochinery  is  completely  eliminoted. 
The  lorgest  distributors  hove  invested  no  more  thon 
$250  to  $300  in  tooling  A  BUFFCO  deolcr  or 
distributor  hos  o  rcolly  profitobic  pockogc 

28  X  54  Window  —  24  x  24  Lite 
24  X  24  two  lite  window 

WRITE  or  WIRE 
FOR  DETAILS  OF 
OUR  DEALER  PLAN 


BUFFALO  WEAVING 
&  BELTING  CO. 


Established  1890 


Be  Like  A  (IcmkI  .Match 


“Be  like  a  good  match.  Put  a 
generous  do.se  of  phosphorus  at  the 
tip  of  your  pre.sentation.  Then,  in 
a  quick  sentence  or  two,  you  build 
a  bridge  from  your  opening  subject 
that  will  carry  you  into  the  body 
of  your  talk.” 

Now,  this  question  of  “Why 
bring  that  up?”  is  a  point  of  real 
danger  in  your  talk.  The  danger  is 
not  that  you  won’t  build  a  bridge 
at  all;  not  that  you  w-on’t  make 


"DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immediote  Shipment  —  Lowest  Prices  •  Ask 
About  Kaiser  Shade  Screening  in  Aluminum 
Frames— Keeps  Rooms  Up  to  20  Degrees  Cooler* 

The  A.  W.  BARNHART  CO. 

138  HIGHLAND  STREET  e  PORT  CHESTER,  N.  Y. 


August,  1950 
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Notes  for 
ANUfACTUREN 


^^EYNOLDS  METALS  CO.  hai  advanced 
the  price  oi  aluminum  pig  and  ingot  Ic  per 
lb.  to  ISi'rc.  Price!  of  wire.  rods,  and  bars 
were  raised  about  Ic  per  lb.  while  ordinary 
sheet  prices  were  upped  Ic  also.  More  com¬ 
plicated  iabricated  sheet  products  were  raised 
2c  per  lb. 

*  * 

J,J  OTH  Reyno.ds  and  Alcoa  have  set  up 
allocations  to  prevent  war  scare  buying  and 
stockpiling.  Alcoa's  allocations  apply  only  to 
pigs  and  ingots,  but  there  is  no  restriction  on 
the  sale  of  sheet  and  fabricated  products  such 
us  are  used  in  building  specialties.  Manufac¬ 
turers  who  use  aluminum  extrusions  and  sheets 
as  well  as  wire  products  have  been  receiving 
their  normal  requirements  without  delay  or 
difficulty.  There  is  thus  no  actual  shortage  of 
aluminum,  although  Reynolds  stated  recently 
•hat  war  priorities  might  delay  the  delivery 
of  accepted  orders. 

★  * 

I^AISER  ALUMINUM  AND  CHEMICAL 
CORP.  has  announced  expansion  oi  aluminum 
production  facilities  which  will  result  in  a  30% 
(80  million  lbs.)  Increase  at  their  Tacoma  and 
Spokane  plants.  Equipment  already  installed 
will  make  immediately  available  a  40  million- 
pound  annual  capacity.  Equipment  now  being 
installed  in  the  Spokane  rolling  mill  will  in¬ 
crease  output  oi  aluminum  sheets  by  25%  (72 
million  pounds).  Kaiser's  Newark  plant  in  Ohio 
is  completing  expansion  oi  facilities  for  added 
production  oi  aluminum  wire  for  screens  and 
alloys  for  extrusions. 

*  * 

c 

I^JTEEL  continues  to  bs  tight  and  allocations 
on  a  voluntary  basis  are  desired  by  the  steel 
industry.  Steel  producers  insist  that  defense 
program  needs  are  so  small  that  they  will  take 
only  a  very  small  part  oi  total  production, 
leaving  an  ample  supply  for  civilian  needs 
The  information  given  above  on  the  metal 
situation  is  accurate  as  of  August  9th.  De¬ 
velopments  beyond  this  date  are  anybody's 
guess. 

♦  ♦ 

N  EW  Devices  To  Aid  Production: 

TYGON  CUTTING  BLOCK:  Self  healing  and 
tough,  ccm  be  used  on  both  sides.  Slops  mal¬ 
let  bounce  backs,  reduces  dies  resharpening 
and  breakage.  For  cutting  rubber,  plastics, 
fiber,  paper,  light  metals.  Made  bv  Colonial 
Rubber  Company. 


HERE’S  SOMETHING  NEW 

WITH 


Appeal 


EXCLUSIVE ;  Onl.v  »n<-  franclii^f  liiilder  to  a  Irrritorv. 
Rk\oi  LTION  :  Destined  to  modernize  the  re-surfacing  of 
lioiiies,  factories,  institutions. 

Markkt:  Unlimited.  All  types  of  building  walls  and  roofs. 
Wood  shingle,  clapboard,  brick,  cinder  or  cement  block, 
concrete,  steel,  aluminum,  wallboard,  asbestos  shingles,  asphalt, 
tin.  etc. 

PnouicT:  .\  plastic  bu'c  coating  in  various  colors  and  textures. 
Designed  to  beautify,  waterproof,  and  generally  protect  for 
years. 

S.AI.KS  Stimulant:  Turn  the  tables  on  those  “hard  to  hire” 
salesmen.  They  will  clamor  for  their  chance  to  represent  you. 
Pep  up  existing  sales  forces  and  build  new  ones  rapidly. 
Mkthod  ok  Applk: ation  :  Automatic,  with  patented,  exclusive 
equipment. 

Profit  Possibilities:  The  kind  that  a  new  and  exclusive  spe¬ 
cialty  should  command.  No  fear  of  ruinous  competition.  With 
its  indoor  and  outdoor  appeal,  a  year  round  proposition. 
“Hei.sonize”:  A  copyrighted  name  for  our  process  which  is 
destined  to  become  nationally  known  and  associated  with  high 
quality  surfacing. 

Write  for  franchise  requirements  to 

BELSON  CO.,  INC. 

Main  Office  Adcfress  Inquiries 

27  MOUNTAIN  ST.  WEST 
WORCESTER,  MASSACHUSETTS 

Laboratory 

70  VESEY  STREET 
NEW  YORK,  N.  Y. 

Affiliated  with  IVE.?  J.  ERIKSON,  INC.,  Worcester,  Massachusetts 


KAUFMANN 

17210  GABLE 


BASEMENT  COMBINATIONS 

(Aluminum  —  Custom  Made 
to  1  16"  Measurement) 

•  Just  one  of  the  extra  sources  of  profit 
available  to  Kaufmann  dealers.  Why  sell 
less  than  a  complete  line? 

Write  today  for  our  deal 

CORPORATION 

DETROIT  12,  MICHIGAN 


Permanent'  *  No  Maintenance 
Architecturally  Balanced 

For  all  residential  and  commercial  buildings.  Beauty 
and  protection  in  attractive  colors. 

Exclusive  distributor  franchises  still  available  in  some 
localities. 

NEW  ALUMINUM  ARTS  INC. 

530  N.  Drennan  St.  Houston,  Texas 


IT  WILL  PAY  YOU 
I  TO  INVESTIGATE... 


Write  teday  ter  eeoiplete  Infenaatlaa  m  hew  yM  cm  wake  weaey  vltk 
Relaflaee. 


n 


OTAJSZASS  /  QL  / 

'  cd\/A  \\) .  /A  C’. 


*  30  Seconds  to 
Chonge-Over 
(From  the  Inside) 


^  Prompt  Deliveries 


*  Sosh  Mode  to 
Meosure 


R  Notionolly 
Advertised 


*  Self  Storing 


Good  Profits 


*  Gloss  Set  in 
Rubber 


•  Trouble  Free 


Eosily  Installed 


*  All  Extruded 
Sections 


BUILDING  SPECIALTIES 


AIRFLOW 

Aluminum  Awnings  &  Canopies 


The  easiest  to  sell  inside  storm  seen 
on  the  market  today.  It  offers  ero 
rtomy,  beauty,  year-round  benefits 
ind  huge  enra-telling  profits  for  yoii. 


THE  ALUMINUM 
INSIDE  STORM  SASH 
FOR  STEEL  CASEMENT 
WINDOWS 


Tour  rustoroere  will  like  Rolsglsss 
ICO  .  .  .  simple  to  opertu  .  .  .  glidee  smoothly  wi 
rollers  .  .  .  easy  to  remore  and  clean  from  the  Inside 
.  .  controls  condensation. 


/ 


i 


I 

I 

\ 


8"  WEAVER-LOCKED  LAP  PANELS 
LIFETIME  ANKORWELD  PAINT 
GREATER  RIGIDITY 
BACKER  PLATE  ONLY  AT  12'  JOINTS 
HIDDEN  CLIP  NAILING 


August,  1950 


Since 


ALSCO,  Inc. 


AKRON  8,  OHIO 


PI*ote  rush  m«  the  detolls  on  AISCO  Aluminum  Siding, 
intorested  in  becoming  o 

Q  Dealer  Q  Distributor 


Name 


260  So.  Forge  St. 
AKRON  8,  OHIO 


Address. 


YOU  CAN  PROFITABLY 

_  __  .  ..  The  Nationally  Advertised 

RETAIL  _ _ _ 


B  &  G  SALES  CO  PGH  6  PA 


TRIAD 


TRIPLE 

TRACK 


SELF 

STORING 


'r  ff4  >t4€  tn 

SElf  STORING  COMBINATION 
STORM  WINDOWS  &  SCREENS 


BUILDING  SPECIALTIES 


Price  Cutting 

{Continued  from  Page  15) 
builder  eliminates  one  thousand 
dealer  prospects  with  a  potential  of 
one  half  million  dollars  in  storm 
window  sales. 

Unless  dealers  and  manufactur¬ 
ers  wake  up  now  and  take  steps  to 
.stabilize  the  .storm  window  market, 
the  individual  dealer  will  become 
as  obsolete  as  the  fellow  who  used 
to  .sell  wind.shield  wipers. 

What  can  be  done  about  it? 

Investigate  the  reputation,  back¬ 
ground  and  product  of  the  manu¬ 
facturer  who  produces  the  window 
that  you  .sell.  If  he  does  not  insist 
on  maintaining  retail  prices  his 
product  becomes  a  football  and  you 
will  have  to  buck  the  line  on  your 
own  team  to  make  the  .sale. 

Don’t  sell  windows  on  which 
price-cutting  is  tolerated.  By  the 
same  token,  manufacturers  should 
.scrutinize  the  sales  operations  of 
their  dealers! and  keep  their  prod¬ 
ucts  out  of  the  hands  of  unsc-rupu- 
lous  price-cutters. 

Sell — don’t  peddle.  If  your  man¬ 
ufacturer  maintains  consumer 
prices,  your  order  depends  on  the 
constructive  .selling  job  that  .vou 
do,  not  on  the  price  alone.  Talk 
product  first,  price  afterward. 

Revive  the  art  of  .salesmanship! 


America's  Strongest  and 
MOST  DURABLE 

All  AlUMlNUM 

COMBINATION  DOOR 

Check  These  Oufstjnding  Features: 
for  *  NEW!  Heavy  gauge  aluminum 

HINGE  with  stainless 

®  steel  bearings  and  non- 

rising  pin  —  guaranteed 
far  life. 

•  NEW!  “Weather  Lock”  inside 
and  outside  seal  —  for 
each  glass  insert. 

•  NEW!  BURGLAR  PROOF  inserts 
— completely  eitruded — 
3  glass  inserts  and  2 
screens. 

•  NEW!  Every  “STORhd  WIZ- 
ARD"  complete  in  alu¬ 
minum  jamb. 

Immediate  DeUvary! 

Many  cxdustve  territories  stiff  ovoitaMe. 


Introdueet  the  NtW  WILDCD 
Storm  Window  Miracle 
(Thankr  to  Our  fnpineersi 


Attic  Fans 

{Continued  from  Page  16) 

hi.stories  that  I  can  tell  you  about. 
Again  out  in  an  Ohio  town,  we 
called  on  an  insulation  applicator 
and  he  wasn’t  too  interested.  It 
took  us  until  the  first  hot  days  in 
June  of  last  year  to  get  him  going. 
He  operates  all  alone.  He  has  no 
.sales  force.  He  has  just  a  truck  and 
a  couple  of  in.stallation  men,  and, 
yet,  that  one  fellow,  between  the 
8th  day  of  June  and  the  15th  day 
of  Augu.st  la.st  summer  installed  47 
attic  fans. 

In  a  town  down  in  North  Caro¬ 
lina,  another  account  down  there 
with  three  .salesmen — in  their  first 
year  installed  151  attic  fans.  Down 
in  Texas,  in  another  town,  a  man 


LOWEST 

PRICE 


7  Big  Features 


I.  GLASS  SET  IN  RUBBER 


EXTRUDED 
3  TRACK 
WINDOW 
on  the 
MARKET 


2.  TOP  AND  BOTTOM 
VENTILATION 


3.  BURGLAR  PROOF 


4.  EASILY  INSTALLED 


You  must  see 
THIS  WINDOW 
TO  ACTUALLY 
APPRECIATE 
ITS  VALUE 


5  STURDILY  BUILT 


€.  FINGER  TIP  CONTROL 


7  PROMPT  DELIVERY 

Telephone  —  Wire  or  Write 

DIAMOND  BUILDING  PRODUCTS  CORP. 

835  EAST  I4(Hh  STREET  Telephone:  Ulster  1-4020  CLEVELAND  10,  OHIO 


n 

G  SALES 

CO 

5936  BROAD  STREET  I 
-  PITTSBURGH  6,  PA.  | 

-  — 

August,  1950 


with  three  salesmen — I  still  don’t 
believe  it  but  nevertheless  it  is  sup- 
posetl  to  be  gospel — this  organiza¬ 
tion  installed  476  fans  last  year. 

Now  are  the.se  fans  i)rotitable‘.’ 
Without  going  into  all  of  the  fig¬ 
ures,  they  are  definitely  a  very, 
very  profitable  item.  They  compare 
very  favorably  with  any  other 
product  that  can  be  .sold  to  the 
home. 

Your  organizations  are  the  be.st 
organizations  in  the  country  to 
present  attic  fans.  Why’?  They  are 
a  product  for  the  home  that  has  to 
be  in.stalled  in  the  home,  and  there¬ 
fore  should  be  .sold  in  the  home  by 
a  direct-selling  organization.  Also, 
that  your  organization  can  be  mo.st 
succe.ssful  and  very  quickly  suc¬ 
cessful  in  the  .sale  and  installation 
of  attic  fans,  becau.se  you  have  at 
your  fingertips  the  finest  pro.sj)ect.s’ 
lists  in  the  country  —  the  homes 
in  which  you  have  made  in.stalla- 
tions  over  the  years. 

In.stallation  Work 

Then  you  have  among  your  staff, 
no  doubt,  people  who  are  capable 
of  doing  the  in.stallation  work  on  ; 
attic  fans.  The  in.stallation  isn’t  | 
complicated.  It  is  one  that  can  be 
very  quickly  learned  and  satisfac¬ 
torily  done  by  an  installing  crew.  ' 

Again,  I  think  it  is  something 
that  fits  very  well  into  your  meth¬ 
ods  of  di.stribution  because  you  j 
know  how  to  sell  products  in  the ! 
home.  You  are  selling  roofing  and 
siding  and  insulation  in  the  homes  i 
every  day.  This  is  another  product 
— j)ractically  a  new  product  here  in 
the  North  country — but  one  which 
will  give  a  tremendous  amount  of 
.satisfaction  and  one  that  I  am  cer¬ 
tain  will  give  you  a  lot  of  satisfac- ; 
tion  in  selling  because  it  is  one  that 
will  be  easily  sold,  and  be  very 
profitable,  and  one  that  will  bring 
you  a  great  many  prospects.  | 


CudAiort  CaritouA 

PLASTIC  TILE 


SALES  CREATING  FEATURES 

•  ECONOMICAL — shollow  bock  is 
"mosfic  miser" 

•  3  dimcnsionol  eHect 

•  stroight  edge  bevel  for  easiest 
ciconing 

•  pebble  bock  for  most  powerful 
grip 

•  heavy  weight,  substontiol  tile 

•  will  NOT  chip,  peel  or  croie 

•  simplest  to  instoli 

•  finest  finished  surfocc 

•  moisture  resistont 

•  best  selection  of  exclusive  colors 


CRESCENT  TILE  appeals  to  every  buyer  .  .  .  best  value 
.  .  .  highest  quality  at  competitive  prices. 

CRESCENT  CUSHION  CONTOUR  TILE  is  setting  the 
pace  for  all  plastic  tiles  —  luxurious  appearance,  unique 
modern  design,  virgin  polystyrene  solid  through  and  through. 


GgiLDcnesT 


CORPORATION 

manufociuten  of  pftntic  (r/e 

255  West  79th  Street 
Chicago  20,  Illinois 


Dealers  and  eentractars:  write  far 
ime  ef  nearest  distributor. 
Distributors;  some  territories  still 
'ailable.  Literature  upon  reeuest. 


AHxUlte/L  NATIONAL  METAL 


This  handy  package  simplifies  and 
promotes  the  sale  of  thresholds  and  sills. 
National  Metal  thresholds  are  drilled  and 
countersunk  with  hooks  and  screws  in¬ 
cluded  and  are  available  in  wide,  offset, 
narrow,  standard  or  waterproof  designs. 
Fits  standard  doors. 


THRESHOLDS 

BRASS 


Wrrte  or  w/re  for  prices  ond  deafer  discounts. 

National  Metal  Products  Company 

1025  CHATEAU  ST  PITTSBURGH  12,  PA. 
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BUILDING  SPECIALTIES 


Yes,  There's  Plenty  Of 
dollars  On  These  Pages! 


The  free  information  offered  here  repre- 
»ents  the  most  expert  knowledge  available 
in  each  specialized  field.  USE  THE 
COUPON  to  secure  the  literature  you  want 
— and  please  PRINT  your  name  and  address 
clearly. 

ALUMINUM  AWNINGS - Fixed,  permanent 

hood  type,  with  side  pieces  and  vented  to 
prevent  aocumulatlon  of  heated  air.  Will  not 
warp,  sag,  or  rust.  Sizes  available  windows, 
doorways,  storefronts  and  patios.  Check 
coupon - 1. 

ALUMINUM  COMBINATION  WINDOWS - 

Glass  set  in  rubber,  self  storing,  all  extruded 
sections,  patented  meeting  rail  for  perfect 
weather  seal.  Rapid  deliveries  of  made-to- 
meosure  completely  assembled  window.  Check 
coupon - 2. 


ALUMINUM  COMBINATION  DOORS  --AU 

extruded  aluminum  with  tubular  stile,  outside 
expander  jamb  and  bottom  adjustment  sill, 
glass  set  in  rubber.  Shipped  complete  with  3 
stainless  steel  hinges,  air  arm  and  chain  stop. 
Check  coupon - 3. 

ALUMINUM  SCREENS  -  Custom  made  for 
perfect  fit  and  easily  installed  by  customer 
or  dealer,  these  screens  ore  very  light  in 
weight  and  easy  to  handle  or  store.  Zinc 
tracks  included  in  all  half  screen  orders.  Check 

INSIDE  &  OUTSIDE  CASEMENT  STORM  SASH 

- Complete  line  of  quality  all  aluminum 

storm  sash.  Inside  sash  has  rubber  insulation 
cmd  is  interchangeable  with  screens.  KD  or 
assembled.  Ad  and  merchandising  helps. 
Check - 5. 

ALUMINUM  SCREENS  -Tubular  frame  sec¬ 
tions  of  finest  aluminum.  Fast  selling  and  eco¬ 
nomical.  14  factory  trained  agents  available 
to  help  dealer  with  efficient  production  and 
sales.  For  more  information  check  coupon 
-  A. 

OUTSIDE  ALUMINUM  CASEMENT  STORM 
SASH - Easily  installed,  fine  quality  alumi¬ 

num  sections.  Glass  is  easily  removed  for 
cleaning.  Sash  moves  with  casement  vent  and 
is  inconspicuous.  Check - 7. 

ALUMINUM  COMBINATION  WINDOW - 

Made  of  oU  extruded  sections.  Glass  inserts 
set  in  rubber,  self  storing.  Overlap  frame  ad¬ 
justs  to  out  of  square  openings.  Covered  miters 
prevent  leakage.  Sent  KD  completely  pcsck- 
aged.  Check - 8. 


PLASTIC  WALL  TILE— HEAVY  MOLDED  OUT 
SIDE  CORNER  TILE - New  heavy  duty  mold¬ 

ed  outside  plastic  tile  corners,  corner  caps, 
corner  feature  stripes,  comer  cove  bases  and 
ideal  field  tile  in  20  plain  and  marbelized 
colors  as  well  as  8  cap  and  stripe  colors  9. 

FOR  BETTER  CAULKING - Here's  a  caulk 

ing  compound  that  seals  prefectly  and  is  used 
by  builders,  insulators,  water-proofers,  wea¬ 
ther  strippers,  and  asbestos  and  brick-siding 
applicators.  Also  available  are  pressure  guns 
with  assorted  detachable  nozzles —  10. 

SIDING  Revolutionary  system,  several  tex¬ 
tures,  spray  or  brush  on  concrete,  asbestos, 
masonry,  etc.  Check- .  11. 

3-CHANNEL  ALUMINUM  COMBINATIONS - 

Removable  sill  for  cleaning  ledge,  ventilation 
top  and  bottom.  Two  channels  for  storm  sash, 

1  for  screen.  Self-compensating  frame  for  out 
of  square  openings.  Check - 12. 

ALUMINUM  COMBINATION  WINDOWS  AND 
DOORS - New  type  sliding  aluminum  ex¬ 

truded  quality  units.  Fast  delivery  and  friendly 
factory  cooperation.  Triple  track  window  avail¬ 
able.  Inquiries  invited  from  KD  dealers,  check 
-  13. 

ALUMINUM  COMBINAnON  DOORS  AND 

WINDOWS - Anodized  extruded  aluminum, 

fitted  with  ornamental  aluminum  moulding  to 
fit  out-of-square  openings.  Special  locking 
device  for  window.  Door  has  own  frame  and 
will  not  warp - 14. 

PLASTIC  TILE - Heavy  weight,  shallow  back, 

straight  edge  bevel  for  easy  cleaning,  exclu¬ 
sive  colors.  Check  coupon - 15. 

SHOWER  DOORS  &  TUB  ENCLOSURES - 

Made  of  heavy  extrusions  with  bright  Per- 
malume  finish.  Enclosures  have  double,  rolling 
doors,  overhead  suspension.  Special  jambs 
compensate  for  out  of  square  openings - 16. 

INSIDE  ALUMINUM  CASEMENT  STORM  SASH 

- Glides  smoothly  on  rollers,  easy  to  re¬ 
move  and  clean  from  the  inside,  helps  control 
condensation.  Installation  is  extremely  simple. 
Check  coupon  number -  17. 

PLASTIC  WALL  TILE--  Interlocking  so  no 
grouting  is  required.  Wide  variety  of  solid 
and  morbleized  colors  available.  Write  for 
information  and  literature.  Check  coupon 

-  18. 

BASEMENT  COMBINATIONS-  -  For  all  stand¬ 
ard  steel  basement  windows.  Metal  framed 
sash,  bronze  18x14  mesh.  Attached  with  clips 
and  screws  19. 

HOME  INCINERATORS  -  Low  priced  for 

mass  market,  double  insulation,  2-bushel  ca¬ 
pacity,  portable  and  built  in  types,  simple 
installation  20. 

COMBINATION  DOORS.  WINDOWS,  SCREENS 

- These  aluminum  windows,  combination 

windows,  combination  doors,  and  screens  ore 
available  knocked  down  or  completely  glazed 
and  assembled.  Write  today  for  fnformation 
on  these  guaranteed  products - 21 


MAIL  THIS  COUPON 

BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

I  would  like  literature  or  information  on  the  following: 
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I  am  also  interested  in . 

If  you  want  Building  Specialties  12  months  for  $3.00,  check  here  □ 

Name  . Position . 

Company  . 

Address  . 

Citv . State . 


COMBINATION  TRIPLE  TRACK  WINDOWS 
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METAL  AWNINGS  Fixed,  all  aluminum, 
permanent  type  with  vents.  Choice  of  baked 
enamel  colors  in  vertical  stripes  which  com¬ 
bine  with  white - 22. 


STORM  AND  SCREEN  SASH  FOR  CASEMENT 

WINDOWS - All  the  homes  with  casement 

windows  represent  a  good  market  for  storm 
and  screen  sash  —  good  profit,  little  competi¬ 
tion.  Aluminum  sash  stocked  in  one  size  will 
handle  all  size  windows.  Installed  indoors,  it 
makes  profitable  'bad  weather  "  work  23. 


ALUMINUM  COMBINATION  DOORS - Full 

length  piano  type  hinge,  glazed  in  plastic  with 
or  without  jambs,  non-sag.  Check  24. 


TRIPLE  TRACK  ALUMINUM  STORM  WINDOW 

-  Glass  set  in  rubber,  burglar  proof,  top 
and  bottom  ventilation,  quick  delivery - 25. 


wMi  the  window 
you  now  sell... 
or  any  other 
on  the  market 


WIRE  SCREEN  CLOTH  —  Made  of  aluminum* 
bronze  or  galvanized,  this  screen  cloth  is  avail¬ 
able  in  many  meshes  and  finishes  27, 


ALUMINXJM  COMBINATION  DOORS  -  Exclu 
sive  territories.  3  glass  and  2  screen  inserts  m 
extruded  aluminum  door  iambs  28. 


THREETRACK  ALUMINUM  COMBINATIONS 

- Shipped  knocked  down  :n  ndividu  ^ 

package,  easy  to  assemble,  immediate  deliv¬ 
ery,  no  investment.  Self-stcring  screens  29. 


COMPARE  THESE 
816  ADVANTAGES 
TO  YOU,  THE  DEALER! 


ALUMINUM  WALL  TILE  -Made  of  aircraft 
aluminum,  this  wall  tile  is  available  in  18 
beautiful  colors  fused  to  the  metal  by  special 
process.  Finish  will  not  chip,  crack,  craze  or 
oeel.  Individual  tiles  easy  to  apply.  Check - 


t.  Amazing,  simplified  3 -unit  sub -assembly 
package  that's  quickly  and  easily  assembled 
right  an  the  job. 

i.  Minimum  inventories  with  standardized,  in¬ 
terchangeable  prepackaged  units. 

3,  Unique  transparent  Pliofilm  wrapping  keeps 
glass  cleon  during  installotion.  Saves  clean¬ 
up  time  at  the  end. 

4.  Design  of  window  keeps  installation  time 
down  to  a  minimum,  yet  is  attractive  and 
assures  satisfoction. 

3,  Self-squaring,  "Floating"  inner  frame  easily 
adjusted  to  fit  out-of-square  windows. 
Prompt  delivery,  good  mark-up,  volume  dis¬ 
counts,  plus  hard-hitting  advertising  and 
sales  promotional  assistance  assure  quicker, 
high  profits. 


ALUMINUM  COMBINATIONS - Made  of  spo' 

welded  extruded  architectural  alum.num  wiih 
push  button  ventilation-  31. 


REDWOOD  STORMSASH  -This  rash  will 
show  less  shrinkage  and  swelling  than  con¬ 
crete.  Four  different  styles  of  windows.  Send 
$5  for  sample.  Money  refunded  if  dissatis¬ 
fied  32. 


Excellent  territories 
now  opening  in  New 
England,  New  York, 
New  Jersey,  and 
eastern  Pennsylvania. 


KD  ALUMINUM  COMBINATION  DOORS - 

Made  of  extruded  aluminum,  popularly  priced, 
easy  to  assemble,  specially  reinforced  comers, 
I  inch  thick  doors.  Aluminum  combination 
windows  available.  Check  coupon  33. 


CASEMENT  SCREENS 


iandard  sizes  for 
all  makes  of  steel  casements  —  projected, 
pivoted,  basement  or  utility  windows.  Steel  or 
aluminum  frames,  aluminum  shade  screening. 
Low  prices.  Check . 34. 


ALUMINUM  COMBINATION  WINDOWS  AND 
DOORS - Knocked  down  aluminum  combina¬ 

tion  storm  windows,  easy  to  assemble  without 
expensive  equipment.  Aluminum  doors  to 
match  have  full  screen  and  sash.  Steel  case¬ 
ment  and  basement  storm  sash  35. 


GARAGE  DOORS - Generous  dealer  dis¬ 

counts  make  these  doors  exceptionally  profit¬ 
able.  A  sectional,  overhead  type,  this  door 
is  made  of  aluminum  with  an  exclusive  track 
and  roller  design - 36. 


{Contbiued  on  Page  36) 
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BUILDING  SPECIALTIES 


We  Need  a  Few  More 

EXCLUSIVE  DISTRIBUTORS 


In  some  areas  we  are  looking  for  ex¬ 
clusive  distributors  to  handle  our  roof¬ 
ing  slate  and  allied  products.  Preferen¬ 
tial  consideration  will  be  given  to 
organizations  having  adequate,  aggres¬ 
sive  sales  personnel  to  cover  their 
territory. 

\i'e  back  you  up  with  trade  papier  and 
direct  mail  advertising  plus  progressive 
leadership  in  the  industry. 

VC’rite  at  once  giving  us  full  details 
about  your  organization  while  these 
territories  are  still  available. 

BANGOR  ROOFING  SUTE  INC. 

P.  O.  Box  49  Bangor,  Po. 

Phone  Bongor  566 


Cr  ginotors  o4 — The  New  Americon  Method 
Ronch-Root  Slotc-Shims 


WINDOW 


Pre-Tact-UVcMtiaii  WMows  cwiust 

•f  a  urias  af  adjustaMa  (lass  >a«as.  pnalad  at 
aachandsaastoretata  aboataheruontal  axis, 
aad  caaaactad  sa  as  ta  mava  ia  uaisan  ky  aiaam 
af  a  saiaN  attractiaa  caatral  handla. 

a  VaaMatian :  Oaar  90%  af  tka  wiadaw  araa 
avadaMa  far  air. 

a  Vaaas  aataaiaticany  lack  ia  aay  pasitiaa -- caa- 
aat  ba  apaaad  by  praadars. 
a  Exiradad  ahaaiaaai  fraaia.  baUt-ia  scraan. 

aatHy  raaiavad  far  claaaiac. 
a  Crystal  (lass.  A  "  thicfc,  ia  claar,  abscura  ar 
kaat.rasistia(  SOtEX  nata. 
a  Waatharti(ht  -  Na  raia  ar  aiad  caa  beat  ia. 
Vaaas  dasatichtly  (lass  a(aiast  (lass  with  If  " 
aaartap.  iachidia(  pasitna  waatharstrippia( 
dasica. 

PRO-TEGT-U  JALOUSIE  CORP. 

4S2S  Paaca  da  laaa  ■hrd.  Caral  CaMas.  Fl^ 


Plenty  of  Dollars  Here 

(Continued  from  Page  35) 

Check  Coupon  on  Page  34 

ALUMINUM  COMBINATION  DOORS.  WIN 

DOWS.  AND  SCREENS - Top  quality  aluml 

num  ccmblnation  storm  and  screen  units  and 
I  all  aluminum  two-panel  doors.  Aluminum 
j  storm  windows  lor  metal  casements  which 
I  cover  entire  window  -  37. 

i  KD  ALUMINUM  STORM.  SCREEN  WINDOW 

'  - Get  this  2-track  aluminum  storm  window 

;  and  screen  which  is  backed  by  28  years  ol 
.  experience.  Precision  made,  protected  terri- 
I  tories.  Check  coupon  for  more  informa- 
1  tion - 38. 

ALUMINUM  COMBINATIONS - May  be  had 

in  regular  or  self-storing  types.  Furnished  in 
plain  or  anodized  aluminum.  For  dealer  dis¬ 
tribution  information  check  coupon - 39. 

METAL  CASEMENT  STORM  SASH - Narrow 

frames,  rust  proof  metal.  Sill  removes  without 
tools.  Moves  with  wmdow  and  is  invisible 

—40. 

KD  ALUMINUM  COMBINATION  WINDOWS 

AND  DOORS - Sent  ready  to  be  assembled 

in  a  pre  paid  packaged.  Self-storing  window. 
Cost  of  24”  X  24"  window  less  screen,  glass, 
dimpling  $8.92.  Door  shipped  same  way 
$27.56.  Check  number - 41. 

ALUMINUM  AWNINGS  AND  CANOPIES - 

Fixed,  vented  type  with  or  without  side  pieces 
and  made  of  strong  sheet  aluminum  in  many 
colors.  Distributors  wanted.  Check  — 42. 

WINDOW  &  DOOR  HARDWARE - Angles, 

springs,  latches,  handles,  hooks  made  on 
stock  dies  to  specification.  Special  dies  sup¬ 
plied  at  cost  for  hardware  for  combination 
windows,  screens,  sash,  doors,  garage  doors. 
For  infoimalicn  check  43. 

ALUMINXm  AWNINGS  —A  fixed,  vented 
type  with  side  pieces.  Made  of  aluminum  and 
finished  in  a  wide  variety  of  baked  enamel 
colors.  Two  factories,  protected  territories,  im 
mediate  delivery.  Write  now,  check  44. 

METAL  WEATHERSTRIPPING - Every  pcssi 

ble  need  can  be  fulfilled  here.  Weatherstrip 
tools,  thresholds,  caulking,  screen  guides,  lin¬ 
oleum  bindings,  metal  mouldings,  stair  nosings, 
and  special  strips  to  order.  Check  45. 

VENETIAN  WINDOWS  Have  adjustcrijle 
glass  vanes  pivoted  at  each  end,  weather-tite. 
aluminum  frames,  built-in  screen  46. 

BUILDING  ADHFSIVES - Top  quality  mas¬ 

tics  for  plastic,  neial  or  ceramic  tile.  Special 
low-priced  tilebcard  cement.  New  flexible 
under-layment  material—  -47. 

(This  column  of  Profit  Opportu¬ 
nities  is  continued  on  page  37.) 


on  the  Waiting  Market  for 

Storm  Sash 

m  Ca.lr.Un. 

Windows 

Screens 


Porch  Enclosures 

norite  for  Money-Making  Details 

£X  ^Producii 
doxfioxaiion 

248  Lincoln  A  ve..  Syracuse  4,  N.  Y. 


Here  Are  3  Advantages  of 

Ca3eco 

STORM  SASH  CASEMENT  WINDOWS 


Morrow  frame  of  sturdy 
rust-proof  metol — never 
needs  pointing ~chon- 
nels  hove  long  life 


Coscco  storm  sash  hove 
better  head  chonnels 
with  outside  weather- 
stripping — center  strips 
ore  heovier  in  metol 
ond  felt — unique  crimp¬ 
ing  permonently  onchors 
felt  to  metol.  Priced  to 
meet  any  competition! 


Outside  casement  win¬ 
dow  con  be  opened 
without  interference 
from  the  storm  sosh. 


"All  chonnels  ore  mode  for  triple  strength 
gloss.  Fromes  con  olso  be  obtoined  for  double 
strength  gloss."  No  ugly  cross  bars  to  obstruct 
the  view — Coseco  is  Invisible  and  will  not 
chonge  the  oppeoronce  of  the  cosement. 
Deofersf  DMrlbtiiof%!  Torrltoffes  Opon. 

Metol  till  con  be  removed 

quickly  ond  eosily  without  _  _ 

any  tools — just  lift  them  A  Wf 

Write  for  Folder  - 

290S  Woodburn  Avenue  Cincinnoti  4,  Ohio 
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COMPANY 


Plenty  of  Dollars  Here 

(Coiitiniufl  from  Pof/c  36) 
Check  Coupon  on  Page  34 
PLASTIC  WALL  TILE  &  BATHROOM  ACCES 
SORIES  21  colors  in  tile,  China  and  chrome 
accessories  in  all  price  ranges.  Medicine  cabi¬ 
nets  of  advanced  design.  Chech  48. 
AREAWALLS  &  STEEL  POSTS  Adjustable 
and  fixed  length  steel  building  posts.  Cor¬ 
rugated  areawalls  for  basement  window. 
Check  49. 

METAL  MOULDINGS  Every  type  of  ex¬ 
truded  metal  moulding  available  including 
price  tag,  skirting,  and  wallboard  mouldings. 
Check  50. 

3-TRACK  COMBINATIONS  &  DOORS - Made 

of  heavy  extruded  aluminum,  window  Is 
triple  track.  Custom  made  to  measure  with 
permanentl-/  sealed  joints.  Door  has  own 
frame,  aluminum  bottom  panel.  Check  num¬ 
ber  51. 

3TRACK  ALUMINUM  COMBINAHON  WIN¬ 
DOW  -  Three  unit  sub-assembly  easily  as¬ 
sembled  on  the  job.  minimum  inventories  of 
prepackaged  units.  Pliofilm  wrapping  saves 
cleanups,  self  squaring.  Track  spreader  per¬ 
mits  easy  removal  of  inserts  and  magic  clutch 
holds  insert  in  any  position.  Check  coupon 
for  more  information- — 52. 

SLATE  ROOFING  Mfr.  seeks  exclusive  dis¬ 
tributors  to  handle  slate  roofing  and  allied 
products.  Direct  mail  and  trade  paper  adver¬ 
tising  cooperation  offered.  Check  53. 
JALOUSIE  PORCH  ENCLOSURES  m 
pletely  weatherstripped  for  windows,  breeze- 
ways,  and  doors.  Easy-to-install  hardware 
with  glass  or  wood  slats.  Check  coupon - 


storm  warnin 
lir-light  storm 
instollotions  s 


LOUVER  WINDOWS  Venetian  type  win¬ 
dows  with  glass  slats-Solex  or  plate  glass, 
plain  or  tinted.  Easy  to  install,  weathertight 
when  closed,  and  lock  at  any  desired  angle. 
Check  — 55. 

STORM  &  SCREEN  DOOR  HARDWARE 

Stainless  steel  hinges  half  or  full  mortise  use, 
button  tip,  loose  pin  type.  Also  made  in  brass, 
bronze  and  steel.  Zinc  plated  door  chains 
with  springs.  Silent  latch  that  requires  no 
mortising  has  beveled  escutcheon  plate.  Check 


THRESHOLDS  &  SILLS 


•Come  in  handy 
packages.  Brass  oi  aluminum,  drilled  and 
countersunk  with  hooks  and  screws  included. 
Wide,  offset,  narrow,  standard  or  waterproof 
designs  available.  Fils  standard  doors.  Check 


EXTRA  SALES  .  .  .  EXTRA  PROFIT 

.Add  thi.s  new  popular  line  to  your  summer  sales  —  easily  installed  by  you  or 
your  customer  —  custom  made  assures  perfect  fit  —  very  light  weight  facilitates 
handling  for  removing  and  storing  —  zinc  tracks  included  as  a  packaged  deal 
on  all  half  screen  orders. 

WRITK  FOR  Db:.4LKRSHIP  INFOR.M.ATIOX  TOD.AY ! 


VENETIAN 

WINDOWS 


Read  about  them  in 
the  September 
BUILDING  SPECIALTIES 


Phone:  GRoesland  7-2727 


2860  N.  Lincoln  Avenue 


Chicago  13,  Illinois 
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BUILDING  SPECIALTIES 


li  netting  thoutondt  of  dollar  profiH  for 
hundrodt  of  fabricotort.  Footuro  by  footiiro 
any  compotition  is  turpassod. 

14  FACTORY  TRAINED  MANUFACTURERS' 
AGENTS,  locatod  ovor  tho  Unitod  Statos  bring 
focfory-provon  mothods  diroctly  into  your 
plant. 

froiKhi$9s  ovoflob/o  witfeoirt  cost. 

Writt  or  Wffo  for  OotoiTs. 


ULCAN  METAL 
PRODUCTS  CO.  INC. 


ifgeaion- 

STORM  SASH 

for  all 

casement  windows 

•  PERMANENT  Mitsid.  iMtalUtiM. 

•  CxciMiw  prtrlv— Amp*  «it  draft*,  din.  Mi**. 

•  AvtouliMlIp  •*«»  **d  <1****  »itk  ca**MRt 

Mdt*. 

•  61***  inarto  ilaiad  la  Rakkar. 

•  Gm*  pataatad  tIaMin  ta*k*t  iaMire*  pariKt  *mI. 

•  ttaialaw  *tMl  kardarar*  pad  all  aluaiiauai  part* 
diailMt*  ra*tiaa  aad  ataialaa. 

•  N*Mr  raaiaaad — Mt  *v*a  f*r  ckaaiap. 

PRICED  RHaHTI 

A  ttm  chain  dtoicnhipt  still  aroilobi*. 

Alyffljnuin  Fabricating  Co. 
of  Pittsburgh 

4507  Liberty  Avenue  Fittsburgb  24,  fo. 


All  Aluminum 

VULCC  XCCCCN 


Hints  To 
SALESMEN 


Plan  each  week’s  selling  so  that  you 
cover  a  limited  part  of  a  town  or 
city  intensively.  You  will  miss  few¬ 
er  opportunities  for  sales,  you  will 
become  better  known  in  the  district 
and  you  won’t  waste  so  much  time 
traveling  from  one  end  of  the  town 
to  the  other. 

♦  «  * 

Be  on  the  job  early  and  cani'ass  for 
at  least  three  or  four  hours — the 
more  people  you  see  in  the  morning 
the  more  chance  you  have  of  mak¬ 
ing  appointments  for  the  evening. 
*  *  * 

Never  discuss  the  full  cash  price 
until  you  are  sure  the  customer  is 
sold.  Always  mention  monthly  or 
weekly  payments  because  this 
makes  the  cost  sound  less. 

*  *  « 

Sell  your  customers  on  the  advan¬ 
tages  of  the  courtesy  commission 
plan.  By  offering  them  3  to  5  per 
cent  of  all  leads  that  they  obtain 
for  you,  you  ivili  give  them  an  in¬ 
centive  to  help  you  with  your  sales 
work  while  at  the  same  time  they 
get  an  opportunity  to  help  pay  off 
their  own  fobs. 

•  *  « 

Know  all  your  printed  literature 
thoroughly.  You  can’t  sell  a  prod¬ 
uct  intelligently  if  you  don’t  know 
all  about  it.  Be  familiar  with  all 
the  details  of  installation  proce¬ 
dure  so  that  you  can  answer  any  of 
the  customer’s  questions. 

*  «  « 

After  you  have  ,‘iold  your  customer 
be  sure  to  call  bark  and  see  that 
they  are  completely  satisfied.  At 
this  time  you  can  also  ask  them 
about  any  possible  leads  they  may 
have  for  you.  Remember  your  best 
leads  come  from  the  recommenda¬ 
tions  of  satisfied  customers.  Send 
your  customers  greeting  cards  on 
holiday  seasons,  it  helps  them  re¬ 
member  you  and  may  residt  in  a 
call  about  a  promising  lead. 


LOWEST  COST 
I  BIGGEST  PROFIT 


CEllRRStAL 

OamLUusiiOH, 


SCREEN  AND  STORM  SASH 
FOR  BASEMENT  WINDOWS 


AVAItAME  IN  3  STANDARD  SIZiS 


a.T.  15X12  2LT  15X16  2LT 15X20 


CELLAR-SEAL  Combination  Screen 
and  Storm  Sash  units  are  available 
for  all  standard  steel  basement 
windows.  The  screen  fastens  to  the 
basement  sash  and  is  designed  to 
accommodate  a  glass  panel  insert, 
which  is  quickly  installed  while  the 
screen  is  in  place.  Storm  window 
protection  can  be  provided  within 
a  few  moments  without  a  screen 
storage  problem.  The  metal  frame 
screen  is  wired  with  1 8  x  T  4  mesh 
bronze  screen  cloth.  The  storm 
panel  insert  comes  complete  with 
glass,  and  has  a  metal-edge  binder 
frame  and  attaching  clips  and 
screws. 


j  B.  B.  LESSAN  &  ASSOCIATES  ] 

•  2517  Caraegia  At*.,  Clcretaad  IS,  Ohio  S 

•  NoTionol  Salt*  DiiTribiiter  S 

j  Wc  or*  int*r*st*il  in  CtLLAR-SEAL  COAABINA-  • 

•  TIONS.  Picas*  send  camplcf*  data.  S 

j  □  DISTRIBUTORSHIP  □  DEALERSHIP  | 

j  □  INFORMATION  • 

j  NAME  .  : 

j  ADDRESS  .  j 

I  PRESENT  BUSINESS .  j 

. . . . ..•••■■•I 


J 


August,  1950 


39 


N.  J.  Dealer 

(Continued  from  Page  17) 

has  found  the  results  well  worth¬ 
while.  “After  all,”  he  .says,  “People 
moving  in  usually  need  a  building 
specialty  dealer  because  they  want 
.something  done  to  the  place.  The 
Welcome  Wagon  people  visit  them 
e.xactly  at  the  right  time.” 

5.  Commission  for  Leads.  To 
overcome  the  lack  of  canvassing, 
DeGraaf  offers  a  5  per  cent  com- 
mi.ssion  to  a  number  of  insurance 
men,  plumbers,  real  e.state  em¬ 
ployees  and  others  who  get  into 
homes  and  who  can  turn  up  leads. 
As  he  has  no  salesmen  to  pay  com¬ 
missions  to,  DeGraaf  can  easily  af¬ 
ford  to  stimulate  business  in  this 
manner. 

6.  Home  Show  and  Fair  Hooths. 

As  DeGraaf  doesn’t  have  salesmen 
going  to  homes,  he  takes  a  booth  at 
the  Trenton  Home  Show  and  the 
Great  Tenton  Fair  .so  he  can  talk 
with  home  owners  when  they  come 
to  him. 

Sales  Producing  Methods 

For  all  of  these  sales  producing 
methods,  undoubtedly  major  fac¬ 
tors  in  the  increase  in  business 
have  been  DeGraaf’s  hard  work 
and  .selling  technique.  He’s  on  the 
go  from  7 :45  a.m.,  often  until  ten 
or  eleven  at  night.  “And  about  the 
only  time  I  eat  at  home  is  on  Sun¬ 
day.  I  supervise  every  job,  getting 
there  once  or  twice  a  day,  and  do 
about  all  the  selling  with  my  esti¬ 
mator  doing  the  rest.  That  takes 
long  hours.  But  what  are  long 
hours  when  you  love  what  you’re 
doing?” 

DeGraaf  is  successful  at  sell¬ 
ing,  he  believes,  because  he  is  able 
to  make  people  like  him — the  most 
important  point  in  selling.  When  he 
goes  to  see  a  family  in  their  home, 
he  first  takes  a  couple  of  minutes 
to  judge  the  people,  see  what 
they’re  like,  who  makes  the  buying 
decisions. 

First,  he  tries  to  pick  out  some¬ 
thing  outstanding  in  the  room  and 

(Continued  on  Page  41) 


GET  ALL  THE  FACTS  NOW  ON 

[‘CONSTRUCTION 
BY  ADHESION” 


So  $ubstontiol  ore  the  savings  in  lobor  ond 
moteriol  costs  effected  by  applications  of 
adhesives  in  the  construction  field,  that  oil 
leading  orchitects  and  progressive  con¬ 
struction  men  ore  swinging  to  this  modern 
method  for  both  new  constructions  ond 
modernizotion. 

$•11  "Censtrvction  by  Adhosion'* 
$•11  Miracl^l 

Mirocle  block  Mogic  Adhesive 
Miracle  Wollboord  Cement 
Mirocle  fonet-Beord  Cement 
Miracle  White  Coulking 
Mirocle  Plostic  UndeHoyment 
You  owe  it  to  yourself  to  get  the  facts 
todoyl  See  Mirocle  Exhibit,  101  Pork  Ave¬ 
nue-  Write  for  informotion  ond  your  free 
brochure. 


COUNTER  TOPS 


PARTITIONS 


A  Dept. 


BS8 


MIRACLE 


ADHESIVES  CORP. 


214  Eail  S3rd  StrMi  •  N*»  York  22.  N.  Y. 


•Rri  U  S.  Pii.  OO. 


RECOGNIZED  AS  THE  FINEST 
LINE  IN  THE  FIELD! 

Choose  the  leader!  Precision 
made  of  exclusive  Permalume, 
the  choice  of  leading  architects. 
ShoDoCo  quality  is  known  the 
country  over. 

CfJnmVu  UmfL  ijamban^ 

OF  AM€RICA 

973  Peachtree  Street,  N.  E.  Atlanta  5,  Ga. 
"  ^eautc^tfCH^  tA€ 


N0"0rF 

SEASON!” 


Give  You  Extra  Profits 
The  Year  Around! 

Enjoy  high  profits  12  months  a 
year  with  this  great  line  of  shower 
doors,  tub  enclosures  and  daylight 
shower  stalls.  A  wide  open  field 
with  unlimited  opportunity — sales 
are  skyrocketing  48<7o  above  last 
year!  Our  enclosures  fit  almost 
any  bathroom,  new  or  old,  large  or 
small.  Priced  for  every  home¬ 
owner’s  budget! 


ENCIOSUIES  •  DATllCHT  SMOWIN 


Conflomon: 

Ptoose  tend  me  iltustroled  iiteroture,  outline  of 
your  sales  oid  ond  cooperotive  odvertising  pro* 
grom,  ond  price  lists. 

SHOWER  DOOR  COMPANY  OF  AMERICA 
973  Peachtree  St.,  N.  E.  Atlanta  $,  Go. 

Nome _ _ _  _ _ 

Address  „  ...  _  _  _ _  .  . 

City _ Stote _ 
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BUILDING  SPECIALTIES 


MANUFACTURERS 
REDUCE  COSTS! 


HOW? 


By  Purchasing  all 
SPECIAL  HARDWARE 

for  Clonil)iiiation  Wimlows, 


Strc’ciis,  Storm  Sashes,  Df>ors, 
Ciarajte  Oortrs,  etr.  from 


Ctant 

We  stamp  angles,  spring, 
lauiies.  hainlles.  on  sitHk  dies 
or  to  vonr  s|h'(  ifications. 

If  sijocial  dies  are  necessary, 
they  are  supplied  at  cost 
price.  .MI  dies  made  on 
premises. 

Send  Your  Sketch  or  Sample  for 


Citimate  to: 


t.  GRANT  HHAl  MfG.  CO. 

143  BHtch«r  Avtimt 
Volley  Streom,  L.  I.,  N.  Y. 
Telephone:  Volley  Streom  5-S$t1 


Low  Priced  ^ 

for  the  Mass  Market  $ 


Portable 

and 

Wall  Type 
Incinerators 


.4n  incinerator  that  appeal-  to  home 
owners  hecause  of  its  low  price  and 
outstanding  advantage-.  Large  rapacity. 
Double  insulation — heavy  duty.  No 
working  part.-  to  get  out  of  order.  No 
burning  pilot  light  when  not  in  use. 
No  odors  or  smoke.  Portable  type — 
ran  be  installed  in  any  location,  ^all 
type— installed  in  chimneys.  Lan  be 
operated  with  or  without  gas.  as 
desired. 

AMBIKAN  mCNIERATOR  CORP. 

Detroit  Incinerator  Corp. 

Oldest  Maiwfocturar  ol 
the  Most  CempMe  Line  of  fnciiMrotor 
Iqiilpment 


•441  Hastings 
Detroit  11,  Mich. 


roe 
^*fALOG  I 


INCINERATOR 


New  Products 

(Continued  from  Page  22) 
Door  Check  is  beautifully  finished 
in  jrrey  baked  enamel.  Manufac¬ 
tured  by  the  K.  Kolbus  Corp. 

4  0 

New  Sash  Balance  Bulletin 

Central  Metal  Strip  Company, 
announces  the  publishinj?  of  a  new 
bulletin  de.scribinfr  its  combination 
sash  balance  and  weather-strip 
combination.  Included  in  the  bul¬ 
letin  is  material  covering  advan¬ 
tages,  installation  features,  size 
ranges,  spring  chart  to  show  clear¬ 
ly  the  correct  size  spring  for  any 
window,  and  diagram  illustrating 
the  operation  and  construction  of 
the  sash  balance. 

0*0 

American  Incinerator  OBers 
New  High-Temperature  Unit 

A  new  type  of  incinerator,  called 
the  “Comple-D-Sposal”  Unit  which 
eliminates  all  of  the  objections  to 
the  common  incinerator  as  it  has 
been  known  in  the  past,  has  re¬ 
cently  been  placed  on  the  market 
by  the  American  Incinerator  Corp. 

It  has  a  refractory  lining  which 
permits  the  u.se  of  temperatures 
high  enough  to  consume  garbage 
and  rubbish  quickly  and  completely 
in  a  fraction  of  the  time  formerly 


required.  Ga.ses,  smoke  and  fi.v  ash 
are  entirely  consumed.  Nothing  is 
left  of  garbage,  bones  and  other 
combu.stible  material.s.  Yet,  de¬ 
spite  the  high-temperature  at 
which  it  operates,  it  gives  off 
.scarcely  more  heat  than  an  auto¬ 
matic  water  heater. 


To  operate  it,  all  that  is  neces¬ 
sary  is  to  set  the  time-control  for 
a  certain  number  of  minutes  and 
push  a  button  to  turn  on  the  gas. 
The  time-control  automatically 
shuts  off  the  gas  at  the  end  of  the 
prescribed  period. 

It  is  made  in  two  styles:  (1)  A 
portable  type  which  may  be  placed 
on  the  basement  floor  and  (2)  a 
wall-type  for  installation  in  the 
basement  wall  at  the  base  of  the 
heating  plant  flue  or  chimney. 
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N.  J.  Dealer 

(Cutithnii  d  from  Paffe  39) 

admire  it.  He  attempt.s  to  di.scover 
what  the  man'.s  hobby  i.s  and  talks 
about  that  or  his  work.  He  tries  to 
mention  .some  mutual  acquain¬ 
tance,  preferably  one  whom  he  has 
done  work  for.  “I  try  to  their 
minds  off  what  I’m  there  for  until 
after  I  see  who  is  the  buyer  and 
until  after  I  think  they’ve  bejrun 
to  like  me  and  have  confidence  in 
me.  After  a  while  I  .sound  them  out 
on  the  product  I’m  going  to  try  to 
.sell  them.  If  they  don’t  warm  up, 
I  go  back  to  .selling  my.self.  Only 
after  I’ve  done  that  do  I  start  to 
sell  the  product.” 

Doesn’t  ()uote  Price 

He  doesn’t  quote  the  price  until 
last  and  believes  it  is  easier  to  come 
down  then  go  up  .so  quotes  the  top 
price  first,  always  in  terms  of 
monthly  payments. 

“I  never  u.se  the  word  ‘finance,’  ” 
he  .says.  “That  scares  people  away. 
1  call  it  the  ‘Budget  Plan’  and  that 
goes  over  much  better.  If  my 
quoted  price  at  first  seems  too  high, 
then  I  can  tell  them  that  that  price 
was  on  the  basis  of  monthly  pay¬ 
ments  and  had  the  intere.st  figured 
in.  If  they  want  to  pay  at  comple¬ 
tion.  then,  of  course,  the  job  cost 
is  le.ss,  I  explain.  You  can’t  treat 
everybody  the  .same.  You  have  to 
be  adaptable.  You  need  experience. 
But  the  only  way  to  get  it  is  to 
.sell.” 

Much  of  the  company’s  business 
comes  from  .satisfied  customers. 
DeGraaf  makes  it  a  point  on  every 
job  to  do  a  little  .something  extra 
to  increa.se  the  cu.stomer  .sati.sfac- 
tion.  In  addition  he  .services  his 
job.s,  no  matter  how  long  ago  they 
were  done,  and  makes  no  charge — 
another  big  reason  for  the  good 
will  he  has. 

DeGraaf’s  large.st  sale  was  a 
$12,000  job  for  the  .structural  ce¬ 
ment  product,  Perma-Stone.  This 

(Continued  on  Page  42) 


SjiUdti  Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  .  .  .  requires  no  mortising. 
It  clo.ses  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  I..atch 
available  in  .stainless  steel,  aluminum,  brass, 
bronze  and  steel. 


STAINLESS  STEEL  HINGES 

3''x2*4"'  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loo.se  pin 
type.  Also  made  of  brass,  bronze  and  steel. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Zinc 
plated.  Stainless  steel  attaching  brackets 
are  available. 

COMPUTE  INFORMATION  PROMPTLY  SENT 

Supplying  mesl  of  Amorico**  oluminum  door  monv- 
foctwrort.  Also  monufocturtrs  of  tform  sosh  ond 
scroon  hordworo. 
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BUILDING  SPECIALTIES 


Announcing!  EXPANDED  PRODUCTION  FACILITIES 

ENLARGED  PLANT  CAN  SERVICE 
SOME  NEW  AREAS 
SELL  YOUR  CUSTOMERS . 

ALL  YEAR  COMFORT  AND  CONVENIENCE  WITH 

WARNER  WEATHER-MASTER 

'*The  Window  of  To-Morrow'* 

EXTRUDED  ARCHITECTURAL  ALUMINUM* 

and  STORM  SASH  COMBIHATIONS 

•Wonttt  Waalhm-Matitt  Scntm  aiM  Storm  Soth  Combloatloot  oro 
mod*  from  tho  fioott  ooolity  oxtrwdoi  orcUtootarol  Alomloom  (tSS-TS) 
tpociaUy  trowtod  tor  o*iro  hordooa. 

WILL  NOT  RUST,  WARP,  STAIN 

An  Aluminum  Combination  of  Proven  Cus¬ 
tomer  AppeaL  Premium  C^ality  at  Popular  Prices. 

Heavy  Extrusion  of  Highest  Grade  (63S) — Self- 
Storing — Sliding  Lower  Sash  &  Screen — Push 
Button  Ventilation — Rigid  Frame — No  Outside 
Fasteners — Simple  Assembly  and  Installation. 

Representative  Dealers  Will  Be  Allotted  Prtected  Territories. 

Write  Concerning  the  Territory  in  Which  You  Are  Interested. 

This  May  Be  Your  Opportunity  to  Establish  Your  Business  on  a  Dignified 
Foundation. 

EASTERN  DISTRIBUTORS 

1535  Ridfc  A«e.,  Phils.,  Pa.  Phone:  Poplar  5-8762 


Cxchsiro  wHh  Warnor 

PUSH  RUTTON 
vnrriLATioN 


$mk.  A4ii0$$04  •DMtHft  tm 
COWtfllua  •!  fPMll  ok. 


Double  Your  Business 

with  year-round 

DUAL -VENT 

Aluminum  Awnings 


STOOPS 

A  DUAL-VENT  Aluminum 
^  •  _■■■■«  Awning  over  front  or  bock 

K-D  Plan  or  Packaged  Units 

A  complete  aluminum 
awninf  sold  by  the  box 

•  Amazing  new  design  allows  heat 
to  escape  qeickly  in  summer  and 

cool  air  in  winter 

•  Water-tight 

•  Finest  quality  awning  by  test  on 
market 

•  Choice  of  10  beautiful  colors 

_  STORE  FRONTS 

WRITE  FOR  FREE  KIT  DUAL-VENT  Aluminum 

AND  FULL  INFORMATION  to  your  ploce  of  business, 

ore  fine  odvertising. 

DISTRIBUTORS — Some  choico  torrttorios  still  ovoUaMo. 

DSALfRS—Wiito  for  nomo  of  noarost  distributor. 


PORCHES 

Protect  your  porch  from 
the  elements  with  DUAL¬ 
VENT  Aluminum  Awnings. 


CONSOLIDATED  ENGINEERING  &  DISTRIBUTING  CO.  OF  AMERICA 

( Notionol  Distributors) 

4ia  FLORIDA  AVI.,  N.E.  (Phono;  Lincoln  3-3U1)  WASHINGTON  2,  D.  C. 


N.  J.  Dealer 

(Continued  from  Page  41) 

wa.s  done  for  the  rectory  and  con¬ 
vent  of  the  Holy  Cross  church  in 
Trenton  and  it  took  his  men  10 
weeks  to  complete  the  area  cover¬ 
ing  about  100  squares.  One  of  the 
main  rea.sons  he  got  the  job  was 
that  he  had  done  his  office  in  the 
material  and  .so  could  show  the 
Father  just  how  it  looked  and  re¬ 
acted  to  the  weather. 

His  men  used  to  be  paid  by  piece 
rates  but  he  found  that  the  qual¬ 
ity  of  the  jobs  was  not  up  to  his 
standard  so  he  changed  to  an  hour¬ 
ly  basis  so  he  can  have  more  con¬ 
trol  over  their  work.”  A  company 
not  relying  on  aggressive  .sales  tac¬ 
tics  must  have  a  perfect  reputa¬ 
tion  for  quality  work,”  he  points 
out. 


Movable  Awnings 

(Continued  from  Page  18) 

ings  fold  back  compactly  against 
the  hou.se  at  the  top  of  the  window. 

One  type  of  folding  metal  awn¬ 
ing  has  a  permanent  frame  again.st 
which  the  sections  collapse  while 
another  is  so  arranged  that  the  in¬ 
dividual  sections  are  pivoted 
again.st  a  frame  attached  to  the 
sides  of  the  window.  The  latter  type 
has  a  special  off.set  construction 
w'hich  permits  the  individual  sec¬ 
tions  to  have  identical  dimensions. 

Door  canopies,  terrace  covers 
and  commercial  awnings  are  all 
available  in  this  type  of  awming 
construction  and  the  larger  awn¬ 
ings  usually  have  some  sort  of  spe¬ 
cial  framework  to  support  them. 

C.  The  Shutter  or  Venetian  Awning 

The  shutter  type  awning  resem¬ 
bles  a  Venetian  blind  suspended 
from  the  building  at  an  angle.  It 
has  a  fixed  frame  and  cannot  be 
rolled  up  or  folded  back.  Side 
pieces  of  sheet  metal  or  of  screen¬ 
ing  can  be  provided  according  to 
the  customer’.s  choice.  The  hori¬ 
zontal  slats  overlap  each  other  and 
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may  be  closed  completely  or  opened 
all  the  way  like  those  of  a  Venetian 
blind. 

When  the  slats  are  turned  down, 
the  shutter  type  awninK  i)rovides 
ample  protection  a^ain-st  rain,  snow 
or  sunli}>:ht.  A  rotary  handle  inside 
the  hou.se  turns  the  operating  gears 
and  a.-'sures  ea.sy  control  of  light 
and  visibility. 

Large  commercial  types  are 
available  a.s  well  as  patio  or  terrace 
covers.  The  terrace  covers  are  sup¬ 
ported  by  upright  and  horizontal 
pipes  to  form  a  framework  and  like 
the  door  canopies  have  no  sides. 

The  methods  under  which  mov¬ 
able  awnings  are  .sold  to  dealers 
and  di.stributors  varies  with  the 
manufacturer  but  the  roll-up  and 
shutter  types  are  K  D  jobs  and  the 
dealer  is  furnished  all  the  necessary 
parts  which  he  a.s.sembles  with  a 
minimum  of  tools.  The  folding  awn¬ 
ings  are  sold  either  K  D  or  as¬ 
sembled  depending  on  the  manu¬ 
facturer. 


Direct  Mail 

(Continued  from  Page  21) 

1.  Located  within  the  advertis¬ 
er’s  possible  trading  area. 

2.  Qiwlified  as  logical  prospects 
for  article  advertised. 

3.  Checked  as  to  accuracy  of  pre¬ 
fix,  initials  and  spelling. 

4.  Verified  as  to  correctness  of 
addresses. 

A  leading  manufacturer  makes 
this  excellent  suggestion  to  his 
dealers,  “Draw  a  map  of  your  com¬ 
munity  to  the  extent  of  just  how' 
far  you  think  you  can  get  business. 
Indicate  on  your  map  just  where 
business  is  easiest  to  get  and  just 
where  it  is  harder  to  get.”  Such  a 
method  will  guide  you  in  confining 
your  li.sts  within  proper  area  limits. 
And  it  will  enable  you  to  exert  ex¬ 
tra  effort  in  the  sections  mo.st  dif¬ 
ficult  to  win. 

Dealers  .seeking  business  within 
wider  territorial  lines  should  first 
make  a  thorough  analysis  of  their 
market.  Many  business  find  that 
they  cannot  win  profitable  trade  in 
(Continued  on  Page  44) 


“KEYSTONE” 

ALUMINUM  DOORS  A  WINDOWS 


PRICED  TO  MEET 

Amefica’s  Finest  Aluminum  Storm-Screen  Doors 
and  Sell -Storing  TRIPLE  ACTION  Windows 
Construction  features  that  challenge  compari¬ 
son  and  sales  features  that  your  customer  can 
see  and  appreciate. 

The  DOOR  features  full  length  piano  -  type 
hinge.  The  WINDOW,  special  ventilating 
louvres  All  glass  glazed  in  plastic  lor  easy  re¬ 
placement  Doors  can  be  had  with  or  without 
jamb  Low  installation  cost  .  .  .  more  profit' 

Sell  KEYSTONE  and  you’ll  E)e  ahead  of  competition  both  price-wise 
and  with  the  finest  of  products  Each  installation  a  clean  sale  with  no  alter  headache 

Franekitet  Available  an  Wiadawt,  Dears,  or  Beth. 


PROMPT  DELIVERY  Assembly  plants  coast  to  coast.  Get 
the  complete  Keystone  storyt 

MaamfaetmrrJ  by 

KEYSTONE  ALLOYS  COMPANY 

UhTROBE.  PA.  A 


>PhnnP  nr  Mail  Coupon JjOW.> 


KEYSTONE  AllOYS  CO 
N^’ion^t  S«le«  Office. 

Senedum-Tieei  Udo «  P>'tsbu>gh  22,  Pa 
Send  compleie  infoim«iM>n  We  a*e 
□  0i«t'ibuEOR$Kip  □  Deale«ihtp 


n  WILL  PAY  YOU  TO  INVESTIGATE 

NASH  aluminum 

COMBINATION 


DOOR 

and  NEW, 
niPL£-TRA(K 

WINDOW 

Established  manufactarer 
otters  new  sliding  type  ex¬ 
truded  aluminum  quality 
units.  The  RIGHT  PROD¬ 
UCT  with  FAST  DELIVERY 
AND  FRIENDLY  FACTORY 
COOPERATION. 

INQUIRIES  INVITED  trom  K.D.  Distributors  and 
Dealers. — Write  tor  complete  merchandising  program. 

NASH  ALUMINUM  WINUOW  CORP. 

Main  Olfict  and  Plant:  45  SOUTH  DROADWAY,  LONG  BRANCH.  N.  J. 

Long  Drjnch  6-5550 


N«w  York  Bronch: 
575  HempsYeod  Turnpike 
Elmont,  L.  1.,  N.  Y. 
Florol  Pork  4-3420-1 


fhllodtlphio  Branch: 
1148  N.  Americon  St. 
PhilodelphiOy  Po. 
Lombard  3-8874 


Boltimoro  Bronch: 
9126  Horford  Rood 
Boltimore,  Md. 
Boulevord  2222 


^-SecU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


BUILDING  SPECIALTIES 


Direct  Mail 

(Continued  front  Page  43) 

towns  under  five  thousand  popula¬ 
tion,  so  care  should  be  used  in 
eliminating  all  names  from  such 
communities.  Others  find  it  imprac¬ 
ticable  to  attempt  to  make  sales 
w'here  personal  representation  is 
not  available  for  immediate  follow¬ 
up  of  inquiries.  iNames  from  local- 
ties  where  such  selling  etfort  can¬ 
not  be  applied  should  be  kept  off 
the  list.  Examine  every  name  as  to 
location  before  entering  it  on  your 
list. 

Permit  none  but  qualified  names 
on  your  lists.  This  rule  has  been 
stressed  in  a  preceding  article  of 
this  series,  but  it  cannot  be  too 
strongly  emphasized.  In  hundreds 
of  businesses  the  money  wasted  in 
Direct  Mail  Advertising  to  unquali¬ 
fied  names  would  permit  of  much 
more  intensive  and  far  more  profit¬ 
able  advertising  if  spent  to  reach 
those  whose  names  have  been  quali¬ 
fied  as  logical  prospects. 


The  Combination  Storm 
Window  that  gives  you 


•  Extruded  Aluminum  Construction 

•  Exclusive  Safety  Squeexe  Lock 

•  Self  Storing 

•  Guaranteed  Faultless  Operation 

•  Sliding  Action 

•  Shipped  Complete  or  "Knocked  Down' 

•  Competitively  Priced 

•  Prompt  Deliveries 


Also:  PERMALUM  Combination 
STORM  &  SCREEN  DOORS 

Alt  Ixtrudnl  Aluminum 
(Shipped  complete  or  "Knocked  Oown") 

MSCO  Aluminum  Products  Co. 

Westbury,  L.  I.,  New  York 
Phone;  Westbury  7-2620 


Check  All  Names 


Regardless  of  the  source  of  a 
name  it  should  be  checked  as  to 
accuracy  of  prefix,  initials,  spelling 
and  title.  Mistakes  are  easily  made 
in  transcribing  a  prospect’s  own 
signature.  Mr.  John  Reed  may  be 
entered  on  your  list  when  he  name 
should  have  been  Mrs.  Jane  Reid. 
Likewi.se  the  man  who  has  been 
promoted  will  be  more  favorably 
impres.sed  if  his  new  title  is  used. 
Reference  to  a  telephone  or  city 
directory,  or  other  reliable  source 
of  checking  tho.se  factors  assure  the 
accuracy  required. 

Verification  of  address  can  usual¬ 
ly  be  made  at  the  time  the  name  is 
checked,  and  is  equally  important. 
Be  sure  you  have  the  right  street 
number  and  correct  name  of  street. 
There  ma.v  be  two  streets  in  the 
same  city  with  very  similar  names. 
Likewi.se,  there  may  be  two  or  more 
towns  in  the  same  .state  with  names 
.so  nearly  alike  that  mail  will  be 
sent  to  the  wrong  place  unless  veri¬ 
fication  prevents  the  error. 

•^Courtesy  Addressograph-Multigraph  Co. 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  job. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construe-  ^ 

tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


lay  at  Diftribators  Prices  .  .  .  Moke 
CiaiklaiJ  DistrAater,  Dealer  oad  Retailer’s  Profit 

All  V-Seal  products — Aluminum  Combination  The  Centp/i 

Windows.  Storm  Sash  for  Steel  Casements 
and  Basement  Sash  can  be  bought  knocked  combination  : 
down — a  feature  that  makes  it  possible  for  cmomM'tV"ot 
you  to  sell  them  lower,  yet  make  more  profit.  windowi. 

Eostmrn  Divtsien,  47t  Bmlmont  AvmniM,  Hol«don«  Nmw  J«rs«y 
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Tile  Technics 

{Continued  from  Page  23) 

Most  of  the  leading  plastic  tile 
manufacturers  have  anticipated 
this  type  of  trouble  and  issue  in¬ 
structions  on  the  use  of  their  prod¬ 
ucts.  Several  years  a^o  I  compiled  a 
folder  on  the  Properties,  Installa¬ 
tion  and  Maintenance  of  i)lastic  tile 
which  has  been  well  received  by 
plastic  tile  contractors  throuffhout 
the  country  and  copies  may  be  had 
upon  request  to  Building  Special¬ 
ties. 

Another  contractor  wrote  to  me 
.sometime  ago  concerning  a  some¬ 
what  puzzling  failure  on  a  pla.stic 
tile  installation.  He  wrote  that  he 
had  installed  the  plastic  tile  on  the 
walls  of  a  stall  shower  after  first 
in.stalling  a  ceramic  floor  and  cove 
ba.se.  Shortly  after  the  job  was 
completed,  the  first  two  rows  of 
pla.stic  tile  above  the  ceramic  cove 
base  loosened  and  fell  off.  The  wall 
was  allowed  to  dry  thoroughly  and 
the  two  rows  were  again  installed, 
this  time  “buttering”  the  mastic 
on  the  back  of  the  tiles  to  insure  an 
adequate  contact,  but  the  repair 
was  to  no  avail  since  the  two  rows 
again  loosened  and  fell  off. 

After  investigation,  we  decided 
that  what  had  happened  was  this. 
The  ceramic  floor  and  cove  base 
were  installed  in  a  bed  of  cement 
mortar  mixed  with  lime  in  the  usual 
manner  and  the  upper  walls  being 
of  somewhat  porous  plaster  had 
absorbed,  by  capillary  action,  some 
of  the  lime  into  an  area  above  the 
cove  base.  When  the  plastic  tile 
was  installed,  the  lime  reacted  upon 
the  mastic  u.sed  to  adhere  the  tile 
causing  a  partial  breakdown  in  the 
area  covered  by  the  first  tw'o  rows. 

We  therefore  suggested  that  the 
wall  be  thoroughly  cleaned,  in  the 
area  in  question,  allowed  to  dry 
completely  and  then  be  treated  with 
Acquella  or  a  similar  waterproofing 
material  before  the  tile  w'as  again 
installed.  We  have  since  been  in¬ 
formed  that  our  suggestions  were 
carried  out  and  that  no  further 
trouble  has  occurred. 


SELL 


JALOUSIES 


Selling  ond  instolling  weather' 
stripped  Jalousies  pays  off  in 
porch  enclosure,  breezeway,  win¬ 
dow,  and  door  installations.  This 
new  nationally  advertised  build¬ 
ing  product  incorporates  eosy-to- 
install,  easy-to-use.  Jalousie  hord- 
wore  with  glass  or  wood  slots. 
Integral  hardware  is  by  “Win- 
Dor",  famous  for  quality  products 
for  more  than  forty  years. 


Everywhere  the  idea  of  protected  enclosures  is  taking  on  fast.  Every¬ 
where  old  and  new  home  owners  buy  on  demonstration.  Everywhere 
architects  are  specifying  Jalousie  equipment  which  is  instantly  adjust¬ 
able  from  full  90°  ventilating  openings  to  weather-tight  enclosures, 
automatically  locked  in  any  position.  Write  today  for  full  information 
about  this  non-competitive,  profitable  business. 


THE  CASEMENT  HARDWARE  CO. 

Dept  B  M  406  No  Wood  Street  Chicogo  11.  Mlinol, 


everything 
you  need  . . . 

WEATHERSTRIPS! 


No  matter  what  your  weatherstrip  re¬ 
quirements,  you  can  be  sure  of  prompt 
and  efficient  service  from  Central  Metal 
Strip  Co.  Take  advantage  of  our  com¬ 
plete  line — including  metal  strip,  weather¬ 
strip  tools,  thresholds,  caulking,  screen  guides,  linoleum  bindings,  metal 
moldings,  stair  nosings,  and  special  strips  to  order.  Write  today  for  catalog. 


CENTRAL  METAL  STRIP  COMPANY 


4343  N.  WESTERN  AVE. 


CHICAGO  It,  ILL. 
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Air-Vent  Awning  Co. 

.Msco,  Inc. 

Aluminum  Fabricating  Co. 
.American  Fluresit  Co.,  The 
American  Incinerator  Co. 
.Arlite  Industries,  Inc. 

Bangor  Rooting  Slate,  Inc. 
Barnhart  Co.,  The  A.  \\.. . 

B  &  Cl  Sales  Co. 

Bel.son  Co.,  Inc. 

Brainard  Steel  Co. 

Buffalo  Weaving  &  Belting  Cc 
Building  Specialties 
Calbar  Paint  &  Varnish  Co. 
Calder  Manufacturing  Co. 
Campbell  Sash  Works,  The 
Casement  Hardware  Co. 

Ceco  Steel  Products  Corp. 
Central  Metal  Strip  Co. 
Cermak  Tile  Co.,  Inc. 
Clearview  Louver  M’indow  .  . 
Consolidated  Engineering  &  I 
tributing  Co.  of  .America 
Cool-Ray  Metal  .Awning  Co. 
Diamond  Building  Products  C 
Eastern  Distributors 
Feather-Lite  Mfg.  Co. 

(iraef  Storm  Window  Co. 
Brant  Metal  .Mfg.  Co.,  (L 
Buildcrest  Corp. 

Ideal  Brass  Works 
Jamaica  .Sash  &  Door  Co. 
Ja.sco  .Aluminum  Products  Cor 


Jones  &  Brown  Back  Cover 

Kaufmann  Corp.  29 

Keystone  .All€>ys  Co.  43 

I..essam  &  .Associates,  B.  B.  . .  3S 

Manhattan  Towers  Hotel  10 

Metal  Window  Service  5 

Miracle  .Adhesives  Corp.  39 

Nash  .Aluminum  Window  Corp.  43 

National  Metal  Products  Co.  33 

Naz,  Inc.,  John  .A.  36 

Nelson  Industries  23 

New  Aluminum  .Arts,  Inc.  30 

Norman  Aluminum  Window  Co.  1 

Pro-tect-U  Jalousie  Corp.  36 

Rologlass  Equipment  Co..  Inc.  39 

Roofing,  Siding  &  Building  Special¬ 
ties  .Manual  23 

Seasontite  Co.,  The  37 

Security  Sash  &  Screen  Co.  26 

Seneca  Wire  &  Mfg.  Co.  . .  27 

Shower  Door  Co.  of  .America  39 

Stylon  Corp.  2 

Trimedge,  Inc.  7 

Van  Dette  Mfg.  Co.  .  8 

V-Seal  Corp.  48 

Vulcan  Metal  Products  Co.,  Inc...  38 
W'eather  Products  Corp.  36 

Weather-Proof  Co.,  The  17 

Winsulite  Manufacturing  Co.  26 
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B.  S.  Reporter 

(Continued  from  Page  20) 

Grand  Central  Palace,  New  York 
City,  tens-of-thou.sand.s  of  hard¬ 
ware  products,  special  trains  and 
planes  .  ,  .  that’s  ju.st  a  part  of 
the  NATIONAL  HARDWARE 
SHOW,  THE  WORLD’S  GREAT¬ 
EST  SHOW,  to  be  held  October  2- 
3-4-5-6  at  Grand  Central  Palace. 

A  special  entertainment  section 
has  been  added  where  buyers  and 
exhibitors  can  secure  tickets  to  the 
big  shows  playing  New  York  at 
the  time  of  the  Show.  Tickets  have 
been  set  aside  for  this  service. 
Frank  Yeager,  director  of  the 
Show,  states  that  buyer  attendance 
will  be  the  largest  on  record,  and 
that  the  NATIONAL  HARD¬ 
WARE  SHOW  is  now  98'A  sold 
out. 

The  NATIONAL  HARDWARE 
SHOW,  with  hundreds  of  products 
shown  to  the  trade  for  the  first 
time  each  year,  is  looked  upon  as 
the  greate.st  merchandising  event 
and  the  pace  setter  of  the  indu.stry. 


Tub’tite 

SEALS  CRACKS  BETWEEN 
TUBS  AND  TILED  WALLS 

TU6-TITE  is  »  resin-based  plastic 
caulking,  applied  directly  from  the 
tube  with  an  enclosed  handy  trowel. 

It  is  needed  in  almost  every  home, 
to  seal  cracks  and  to  do  patchwork 
in  porcelain  and  tile.  Your  custom¬ 
ers  will  like  TUB-TITE  because  it 
does  a  quick,  neat  job  at  low  cost. 
There's  a  big  waiting  market  for 
this  new,  versatile  product — you'll 
see  how  quickly  it  sells  and  brings 
you  profits.  Customers  tell  their 
friends  about  TUB-TITE,  and  find 
many  new  uses  for  it. 

"Distributor-applicator"  who  calls 
on  Home  Owners,  Builders,  and 
Architects  with  the  idea  of  selling 
them  a  waterproofing  job,  either 
for  basements,  or  exterior  masonry 
walls  will  find  this  a  profitable 
business  to  go  in  to. 

ORDER  YOUR  SUPPLY  NOW— B« 
th«  first  in  your  community  to  toll 
TUB-TITE. 

The  American  FluresH  Co.,  Inc. 

4011  RED  BANK  ROAD 
CINCINNATI  29,  OHIO 


CLASSIFIED  ADVERTISING 

Under  this  beading  classified  advertUemente 
are  accepted  at  the  uniform  rote  of  25  coots 
a  word,  but  no  advertisement  taken  for  lose 
than  20  words  with  a  minimum  charge  oi 
$5.00;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy  oi 
Classified  Ad.  Advertisements  soUcitating  deol- 
ers  or  distributors,  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  com¬ 
munications  to  Classified  Department,  BUILD¬ 
ING  SPECULTIES.  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


HELP  W  ANTED 


.\t.\.\  I  F.XCTl'RKRS  R  K  1>  R  K  .S  K  N  T  .\  T  I  V  K 
WANTKI)  Kstablished  stnrni  windiiw  dealers 
wanted  to  represent  national  mfttr.  of  aluminum  com¬ 
bination  windows,  to  contact  and  service  other  deal¬ 
ers  in  adjacent  area-s.  ,\o  stock  or  investment  re 
ijilired  of  dealers  or  on  the  part  of  the  mfrs.'  repre 
sentative.  f)ur  comjiany’s  lonK  service  record  and 
proKressive  ptdicy  is  your  assurance  of  a  desirable, 
l>rotitabIe  and  itermanent  workitiK  arrangement.  i>ro- 
vided  of  course,  that  you  meet  our  reqniremetits.  If 
interested,  please  write  and  give  full  details  alsnit 
your  present  o|K-ration.  Our  reply  will  Ih-  in  ftill 
detail:  or  a  company  representative  will  call.  Write 
Box  .110.  Building  Specialties,  4d5  Fourth  .\vrnue, 
.New  York  lb.  .\.  V. 

W.X.N'TKI):  WOOD  .Mll.t,  &  Supply  Yard  Su^ 
intendent.  l.arge  millworking  plant  and  bldg,  supply 
company  bxtated  m  .\fetrop<ilitan  Detroit  has  un 
usual  opportunity  for  a  man  thoroughly  experi¬ 
enced  in  mill  operations  and  supply  yard  junctions. 
Must  l)e  able  to  direct  and  supervise  others.  In 
reply  state  age.  experience,  references  and  salary 
requirements.  Ibix  .107.  Building  Siiecialties,  4  >5 
Fourth  .\ve..  .New  York  lb,  X.  Y. 


COXSTRl'CTIO.N  Sl'PERIXTEXDKXT:  large 
residential  builder  in  .Metropolitan  Detroit  area  has 
an  oiH-ning  for  a  building  superintendent.  Must  be 
fully  experienced  in  all  phases  of  tcsidential  con 
struction  and  able  to  supervise  the  construction  of 
11)00  homes  annually.  Salary  commensurates  with 
qualifications  and  responsibilities.  B  .x  309  Building 
Specialties.  425  Fourth  Ave.,  Xew  York  16,  X.  Y. 


MLS(  ELLANEOFS 


SALESMEX:  If  you  want  to  improve  vour  sell¬ 
ing  technique,  get  a  copy  of  My  Hardest  Sale.  This 
br^bure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochures 
today.  Building  Specialties,  425  Fourth  Avenoe. 
New  York  16.  N.  Y. 


Read  BUILDING  SPECIALTIES 
EVERY  MONTH  By  Subscribing 
Today.  Moil  Coupon  Below. 


BUILDING  SPECIALTIES 
425  Fourth  Avenue. 

New  York  16.  N.  Y. 

Please  enter  my  lubicriplion  lo  BUILDING 
SPECIALTIES  of  $3.00  for  one  year.  Bill  me  for 
this  amount; 

[3  Enclosed  is  a  check  or  Q  money  order. 


My  Nome 
Position  . . . 
Company  . 
Address  . . 
City . 


LEADER 


aiii 


m 


TRIPLE-TRACK  All-Aluminum 
Combination  Windows! 

America's  highest-qualitv 
storm  window.  Three-track 


DaoUr't  Prlc*- 
Shipped 


Kaockad'Down 


storm  window.  Three-track 
construction  gives  a  separate 
track  for  each  of  the  two 
glass  inserts  and  the  screen 
insert. 

SHIPPED  KNOGKED-DOWN . . . 
EASILY  ASSEMBLED 
IN  YOUR  DVVN  WDRKSHOP! 


gte  /  Hat." 


Alum-A-Lite— The  Country's  Most  Valuoble  Storm  Window  Fronchiso! 


THE  WEATHER-PROOF  co. 

1407  East  40th  Street  •  Cleveland  3,  Ohio 


SMomeK  Alum-A 

•Lite  SMASH! 

ALL -ALUMINUM 

BASEMENT 

LIGHT  MORTAR 

smommF 


From  NORTH,  SOUTH,  EAST  and  WEST 


Home-owners’  response  to  our  National  Advertis¬ 
ing  of  SHADOWLINE  has  been  overwhelming! 
They  applaud  this  new  panel  with  the  Light  Mortar 
Line  which  will  convert  their  old  houses  into  charm¬ 
ing  new  homes  with  the  "real  brick-like”  look! 
Dealers  and  contractors  everywhere  are  taking 
orders  enthusiastically!  They  are  enjoying  bigger 
sales  volume . . .  bigger  profits  than  ever  before! 


MASTIC  ASPHALT  CORP.  ,  JONES  &  BROWN,  INC. 

Exclusive  Producers  of  •  Notional  Distributors  of 


Insetbnc,  Inselwood  &  Inselstone  * 

South  Bend,  Ind.  Elizabeth,  N.  J.  ^ 


Insvibric.  Inselwood  &  Inselston 

Pittsburgh,  Pa. 


SHADOWLINE  really  performs  .  .  .  satisfies 
.  .  .  makes  new  friends  every  minute! 

/■*'  GuoraattM  by  'A 
\  V  Good  HouieL2opin{^L 


Mail  coupon  foday  to  learn  how  your  "Sales  can 
Soar  with  INSELBRIC". . . 


Jones  &  Brown,  Inc.,  Dept.  SC 
439  Sixth  Ave.,  Pittsburgh  19,  Pa. 

At  no  obligation,  please  send  me  details  about 
the  new  sales  record-breaker,  SHADOWLINE! 
Contractor  □  Jobber  □  Dealer  n 


